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Chicago National Life Insurance Co. 


CENTURY BUILDING, STATE AND ADAMS STREETS 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 


First 10,000 shares sold, over $100,000 deposited 
with State 


WANTED—First-class Agency man; must be-of undoubted experience and ability. 
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APPLICATIONS—considered from reliable stock salesman on new issue—20,000 
shares—best of leads furnished. 
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“ AMERICA FORE” 
“EXTRA! WHERE NEXT?’ 
APP R OACH , = is the title of a timely circular we have just,issued 

eaturing 


Explosion, Riot and Civil Commotion Insurance 


BUSINESS During the past month newspapers in many localities have 
& teemed with accounts of threatened bomb plots. Serious 

rioting has been going on in Albany and Troy,N.Y. Strikes 
’ and disorders are threatened elsewhere. Your community 


may be next. 
PROSPECTS: Our SERVICE plus includes many such timely circulars 
that add strength to the agent’s selling arguments. Write to 


If you place yourself in that class us if you want to know the advantages of representing this 


company. 


get in touch with us at once— Address Department 6 


FIDELITY - PHENIX 


ERNEST W. BROWN, Secy.-Treas. FIRE INSURANCE COMPANY 
INTERSTATE BUSINESS MEN’S Conk: Capttal 22500008 C. R. Street, President 


Home Office: 80 Maiden Lane, NEW YORK. 


ACCIDENT ASSOCIATION Canadian Department Pacific Coast Dept. Western Department 


W. E. Baldwin, Mgr. C. E. Allan, Secretary Alfred Stinson, Sec’y. 


17 St. John St. Insur. Exchange Bldg. 137 So. LaSalle St. 
BROWN BUILDING DES MOINES, IOWA MONTREAL SAN FRANCISCO CHICAGO 
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Buck’s Salt 


I quote from the February issue of ‘The Bellman,” 
published by the Liberty Mutual Insurance Company, 
of Boston, as follows: 

“There are too many compensations, despite 
the opinion expressed in the Journal of Commerce 
recently that the impression among stock com- 
pany men has been that President Lott has had the 
mutuals on the run. * *.* * * We ought to have 
some nice little business cards engraved with our 
Friend’s name on them, and pay him a salary just 
to swing the hammer. For he’s a great publicity 
agent—for the other fellow.”’ 

This reminds me of Buck’s salt. 

Buck said he liked salt, especially in his coffee. 

’Twas this way: 

When I was a boy I lived at Penn Yan (N. Y.), on 
theshore of Lake Keuka. 


I left Penn Yan when a youth. So did many of my 
boyhood friends. One summer six of us decided to 
spend our vacation in a fishing shack on the shore of 
Lake Keuka. 


Of course someone had to do the cooking. We 
drew lots to see who should be the cook, with the agree- 
ment that the one so elected should do that work until 
someone complained of the food, after which the com- 
plainant should do the cooking. 


Babe Beebe drew the shortest straw and thereby 
became the first cook. 


Babe played first base on the old Penn Yan Rough 
and Ready Base Ball Club. 


The first morning Babe was up before anyone else 
and prepared breakfast on a camp stove underneath 
a spreading willow several hundred feet from the 
shack. ‘The meal consisted of fried eggs, fried pota- 
toes, bread and coffee. 


Babe put everything on the table (a pine slab, one 
end stuck into a tree crotch and the other end supported 
by astake), and then an inspiration came to him. He 
said to himself: ‘‘Here’s where I leave this job.” 
Then he put a heaping teaspoonful of salt in each 
tin cup, filled the cups with boiling coffee, and yelled 
“‘ Breakfast!’ 


Boston Buck, an outsider who horned in and played 
right field on the Rough and Readys, was a camp 
follower among the crowd. Buck wasn’t much of a 
ball player, but he could throw a good bluff with the 
umpire and he was a good runner, as far as second 
base. 

Buck got out of that shack without a stitch of cloth- 
ing and ahead of everyone else. He gulped down 
about half a tin cup of coffee; then he choked, spit 
and spewed, and yelled—‘‘What blithering idiot put 
salt in this cof—’ At that particular instant Buck 
recalled the agreement, and mildly added: “But I 
like the damned stuff.’’ 


EDSON S. LOTT, President 
United States Casualty Company 
80 Maiden Lane, New York. 











JOSEPH FROGGATT & CO. 


Insurance Accountants and 
Auditors 
Consulting Actuaries 


25 CHURCH STREET 
NEW YORK 


CHICAGO 
Insurance Exchange Building 


NEWARK PHILADELPHIA 
Firemen’s Insurance Building 1022 Lincoln Building 


A periodic audit arrange- 
ment will not only afford 
you the satisfaction of know- 
ing that your office is run- 
ning properly but will give 
you the benefit of practical 
advice based upon years of 
experience gained in actual 
contact with insurance 
offices throughout the coun- 
try. | 


FIRE AND MARINE 
COMPANIES: 


Can we be of assistance in 
arranging for compliance 
with the new annual state- 
ment requirements P 


- JOSEPH FROGGATT 


President 
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The Floating Oil Hazard 


National Board of Fire Underwriters Reports on Conditions in 


LOATING oil constitutes a serious menace 
to the New York harbor, according to the 
National Board of 
which has just completed an investiga- 


Fire Underwriters, 





tion of conditions in the principal ports 
of the United States for the purpose of 
determining the extent of pollution caused 





by oil discharged from tanks and oil-burn- 


It is reported that on the Brooklyn side of the 


ing vessels. 
river, particularly, conditions are very bad and that oil around 
piles and in certain slips is often an inch thick. Should a fire 
ever break out in these sections it would outstrip by far the 
recent New Orleans and Galveston conflagrations, the former 
caused by a broken electric wire, it is said. 


Officials, engineers and owners of water front properties 
have been holding a series of meetings at the office of the 
National Board, at which a report prepared by H. E. Newell, 
an engineer of the Board, has been discussed and recommenda- 
tions endorsed. At one of these meetings the fact was brought 
out that besides creating a serious fire menace, the oil dumped 
out by the steamers kills fish, oysters, clams and shellfish and 
contaminates the bathing beaches. It was also stated that 
Shipping Board vessels were the worst offenders. 

The question of how to dispose of the oil within the port 
limits is now under consideration. It is recognized that ves- 
sels must get rid of water carried as ballast in tanks previously 
containing oil and dispose of oil and sludge mixed with salt 
water before a new supply can be taken aboard. Special legisla- 
tion is being prepared both at Albany and Washington to in- 


United States Harbors 
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stitute strict regulations covering the disposal of oil. The Board 
has drawn up an amendment to the existing river and harbor 
law which would prohibit the discharge of oil or refuse of any 
kind from any ship of American registry while within 100 miles 
of any inhabited beach of any or all nations( except under 
proper safeguards. LBecause of its world-wide aspect, it is as- 
serted by Captain Roy Smith, Supervisor of the Port of New 
York, that there will probably result an international agree- 
ment covering ships in the principal ports of the world. 

A solution suggested by Captain Smith was that a co-opera- 
These 
barges could reclaim the oil, which would amount to a good 


tive barge system be used to collect oil and residue. 


many thousands of tons in the year, and the sediment could be 
used for filling in purposes in road making, as it is very 
similar to asphalt. The proceeds from this operation would, 
of course, be used to defray the cost of tank cleaning. 

In his report, Mr. Newell states that serious fires have beer 
caused by floating oil at Baltimore, Md.; Galveston, Texas: 
Mobile, Ala.; New Orleans, La., and Seattle, Wash. The 
hazard is reported to be serious at Boston, Mass.; Charles- 
ton, S. C.; Jacksonville, Fla.; Los Angeles, Cal.; New York. 
N. Y., and Savannah, Ga. Regulations are in force only at 
Baltimore, Charleston, Galveston, Mobile, Norfolk, Va., and 
San Francisco. 

Mr. Newell personally visited a number of the large ports 
and says in his report: 

At Savannah very little oil was noted on the water, but piles 
and other substructure members were found to be thickly 
coated in many places. It was stated that conditions at time 
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of inspection were an improvement over those previously pre- 
vailing, owing to a decrease in shipping. 

Conditions along the Jacksonville water front were not seri- 
ous, oil coated piling being noted in only two instances, namely, 
at the Clyde line docks close to the business district and at the 
city docks on the outskirts of the city. From information ob- 
tained it would appear that serious conditions have previously 
existed and may re-occur at any time, due to the practice of 
ships in the harbor discharging oil when conditions to do so 
without detection are favorable. 

At Mobile.there was evidence that oil in large quantities had 
been discharged into the harbor. Along the water front in the 
vicinity of the business district, there was found considerable 
oil encrusting piles and other pier supporting members ; similar 
conditions were found at the docks of the Alabama Dry Dock 
and Ship Building 
Company. This 
concern also 
maintains a large 
dry dock on an 
island in the river, 
and at this loca- 
tion much oil was 
also found. It 
was stated that 
this condition was 
due to the break- 
ing of a hose line 
during the pump- 
ing out of an oil 
burner’s tank. It 
is the practice of 
this company to 
pump oil sludge 
into settling tanks, 
which are pro- 
vided with steam coils; the sludge is heated and the water 
settles to the bottom and is drawn off, the remaining oil being 
used for fuel. 

At New Orleans the swift silt-bearing current of the Mis- 
sissippi largely prevents the accumulation of oil when dis- 
charged by vessels in midstream, but where vessels are at 
docks or wharves the oil pumped overboard accumulates in 
the slack water beneath. It was this condition that undoubtedly 
was responsible for the rapid spread of fire at the Jahncke Dry 
Docks. The oil in connection with debris, such as driftwood, 
oakum and rice chaff, formed a thick tarry mass between the 
sides of vessels at the wharves and in the dry docks and extend- 
ing among the piles to the shore. A red hot rivet dropped from 
a ship undergoing repairs ignited the mass, the fire spreading 
rapidly and creating such a dense black smoke that it was only 
with great difficulty that it was finally controlled by the fire 
department. At one series of docks it was noticed that a string 
piece or fender constructed along the dock front and at the 
water line prevented the accumulation of oil and debris among 
the piles, while at adjacent docks not so equipped, such accumu- 
lations were present. It is evident that this simple expedient 
can in many instances be used to great advantage, especially 
in connection with docks, piers, or wharves of timber construc- 
tion. Aside from such occasional accumulations, however, the 
general conditions at New Orleans cannot be considered as 
serious. 

Along the beach at Galveston, considerable evidence of oil 
was found, and in some instances piling in the harbor was 
found coated, but in general, conditions at such time of in- 
spection were not serious. It was stated, however, that condi- 
tions had greatly improved, largely due to a more strict en- 
forcement of a city ordinance which makes it unlawful to per- 
mit oil of any kind to leak out or waste upon the waters within 
the corporate limits of the city. 








Information obtained from the City Fire Marshal of Seattle 
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indicates that oil coated piles and other members of pier and 
wharf structures is a condition quite prevalent. He is of the 
opinion that this condition has been the cause of the rapid 
spread of at least one fire. 

Conditions in Philadelphia harbor are not considered alarm- 
ing by the Philadelphia Fire Underwriters’ Association, al- 
though oil has been noted on the water. 

The chief of the Baltimore fire department reports that con- 
ditions in that harbor were previously so serious as to form a 
severe fire hazard. The necessity of removing this hazard 
was emphasized when a fire spread from pier to pier by means 
of floating oil in the slips. Subsequently an ordinance was 
passed prohibiting the discharge of oil within the harbor limits. 
This ordinance has been well enforced, as indicated by existing 
greatly improved conditions. 

A map included 
in a report by the 
Boston Board of 
Fire Under- 
writers indicates 
that the oil coat- 
ing of piling and 
other substruc- 
ture members of 
piers, docks and 
wharves is a prev- 
alent condition in 
Boston — harbor. 
This condition ap- 
pears to be most 
serious along the 
water front of 
Boston proper, 
East Boston and 
Charlestown. The 
report states that 
oil and waste have saturated wharf piling and substructures of 
many dock properties to such an extent as to actually coat them 
to considerable thickness. In addition to the usual sources of 
pollution, existing conditions have also been traced to waste in 
discharge from tank ships to station and from station to bunker- 
ing barges. There are no Federal, State or municipal laws for- 
bidding this practice. The Fire Marshal is investigating and 
considering the preparation of regulations. 

Mr. Newell in concluding his report states that at the time 
he investigated the ports, the latter part of last month, ship- 
ping was slack and accordingly there was less oil in some of 
the ports than was expected. He believes, however, that with 
the return of shipping to normal, objectionable conditions will 
tend to increase. Mr. Newell recommends that harbor patrols 





be established to prevent ships at docks and in midstream dis- 
charging oil overboard and emphasizes the necessity of pro- 
viding some means for the disposal of oil and sludge removed 
from the tanks of vessels. On this point, the report states: 

“A federal law, supplemented by suitable War Department 
regulations, is essential, so far as ships in channels and other 
waters directly under Government control are concerned. A 
State or municipality has a legal right to supervise and regu- 
late marine matters out to channel lines, and cities seeking to 
remedy conditions through ordinances and by general greater 
watchfulness have met with considerable 
noticeably so in the cases of Baltimore and Galveston. It fol- 
lows then that one of the first steps taken by a city or State 
confronted by this problem should be the passage of a law 


success; this is 


or ordinance prescribing adequate regulations and providing 


for proper methods of enforcement.” 
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AUTOMOBILE INSUR- 
SURANCE 

NEW bill designed to provide for 

injuries and deaths resulting from 

been intro- 


COMPULSORY 


automobile accidents has 
duced in both houses of the New York 
State Legislature. The bill makes it 
necessary for a car owner to secure an 
insurance policy before he can obtain a 
license or register his car. The sort of 
insurance called for is very similar to 
workmen’s compensation ; it provides for 
medical attention, including hospital and 
other like expenses, and also weekly 
payments during total disability of two- 
thirds of the earnings of the victim, and 
not less than $8 nor more than $20. 
Arrangements are included for partial 
disability and for death. The cost of 
such insurance is expected to add sev- 
enty-five per cent to the present cost of 
automobile liability insurance. The bill 
specifically states that the victims may 
sue for damages but that such suit shall 
forfeit the right of compensation. It 
practically forces the negligent automo- 
bile owner to carry insurance. In that 
particular it is bound to do a great deal 
of good, for there are undoubtedly many 
are of but little 
A judgment 


GWwners whose assets 
value in case of a suit. 
against them does not realize much in 
hard cash. If enacted into law, it will 
undoubtedly turn many liability suits into 
compensation cases which will be much 
more satisfactory to all concerned. If 
it is enacted in New York, and other 
States follow with similar statutes, the 


automobile insurance business will be 
revolutionized, to say nothing of the im- 
petus it is bound to receive through such 
a course. It, of course, remains to be 
seen just how well the terms of the 
proposed law are suited to its purpose, 
1.e., whether or not it will prevent the 
necessity for liability suits, and the as- 
surance that some indemnity will be 
available. It may be that the scale of 
compensation provided will not prove 
sufficient to keep victims of accidents 
from forfeiting the payments and _ at- 
tempting to win larger sums through the 
medium of the civil courts. If such 
should prove to be the case, a good dea! 
result. Only 


experience can demonstrate how it will 


of dissatisfaction would 


work out. One thing is certain, if the 
law passes, the insurance companies will 
have to greatly enlarge their automobile 
departments. ‘The statistics on the auto- 
mobile business are so well covered that 
the thing can be figured out mathe- 
matically and the companies can act 


accordingly. 





T should be a relief to marine insur- 

ance men to learn that the theft and 
pilferage committee have in hand at last 
a concrete plan to combat the heavy losses 
that companies have been suffering during 
the past two years. The plan, which has 
been worked out in detail by H. H. 
Reed of the Insurance Company of 
North America, provides, it is under- 
stood, for the establishment of an agency 
similar to the detective bureau of the 
automobile conference, which will in- 
vestigate and prosecute on behalf of 
marine insurance companies. The plan 
was almost unanimously endorsed at a 
meeting last week of the committee. 


T IE collapse of the socialistic experi- 
ment in North Dakota merely bears 
out the predictions of safe and sane 
economists and business men. The fail- 
ure of more than thirty banks operated 
along socialistic lines, as well as other 
features of this foolish experiment, has 
caused innumerable complications, ex- 
tending throughout the political, business 
and domestic life of the people of North 
Dakota. money is not 


For instance, 


available to pay debts of the State and 
of smaller political divisions; schools 
will probably have to be closed, and the 


5 


inability of citizens to secure money, and 
the them to 
taxes, further upset the ordinary course 
of things in the State named. Yet there 
are people who advocate that the busi- 
ness of insurance, in its various ramifica- 


refusal of many of pay 


tions, should be conducted by the State. 
The example set by North Dakota, and 
the the Non- 
Partisan League to have business enter- 


unsuccessful efforts of 
prises conducted by the State, should be 
a sufficient warning to those who believe 
that the State can conduct business to 
the advantage of its citizens. 


[ aa uses for life insurance 
are evolved, from time to time, to 
suit varying requirements, but one of the 


strangest yet reported is the case in which 
Kdward Hatch, of New York, has made 


provision for the continuance of the 
graft investigation in that city. He is 


the public-spirited citizen who, when ex- 
Governor Whitman undertook to investi- 
gate automobile grafting, but 
hampered by lack of funds, gave Mr. 
Whitman his certified check for $20,000 
Mr. Hatch has since 


was 


to cover expenses. 
received threatening letters, which in- 
spired him to secure $75,000 of life in- 
surance, payable in event of his death by 
violence as a result of his part in the 
inquiry, the amount to constitute a trust 
fund to be used in investigating graft 
charges. He is quoted as saying that, “I 
thought that if any one did attempt to get 
me out of the way success would prove 
a boomerang to those who do not want 
the graft inquiry to continue.” This 
transaction further demonstrates the 
adaptability of life insurance to almost 
any demand which may be made upon it 
for protection or indemnity. 


ti looking over the program of the 

present mid-winter session of the 
Health and Accident Underwriters Asso- 
ciation, the subject of non-cancellable 
policies is noticeably absent. In view of 
the importance of this matter it seems 
unfortunate that it has been altogether 
neglected by a body of that importance. 
Sooner or later it is a matter which they 
will be forced by the pressure of compe- 
It would be as well to 
thresh it out now while there is yet time 


tition to consider. 


to do so with thoroughness. 
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THE SILVERY LINING JUST AHEAD! 


As Day follows Night, as Flood Tide follows ebb, so inevitably 
must the existing money stringency come to an end. 


The best financial authorities agree that daylight is just ahead. 
With the Return of Prosperity the rates for money will decline. 


The investor who now buys Farm Mortgages to net him}7% 
per annum, assuring himself of this maximum rate of interest,;for 
10 years to come, is farsighted indeed. 


Collins Farm Mortgages are readily being given preference 
by the large Old Line Life Insurance Companies, Holders of Trust 
Funds and careful private investors on account of their known 
dependability. ; 

For 36 years no investor has ever waited 24 hours for his 
principal or interest when due. 


The F. B. Collins Investment Company specializes in Farm 
Mortgages in the Southwest, now and for years to come the theater 
of the greatest agricultural development and advancement. 

The company’s equipment embodies every safeguard for the 
absolute protection of the investor and enables this company to 
control the choicest offerings from this section. 


The appalling shrinkage in bonds and stocks during last year 
brings out in bold relief the superior inherent virtues of the farm 
mortgage. 


The only indestructible security always worth par. 
It will cost you nothing to investigate. 


Write for our booklets ‘“‘Why Collins Farm Mortgages are 
Safe” and ‘‘As Others See Us” and be convinced. 


THE F. B. COLLINS INVESTMENT COMPANY 


Members Farm Mortgage Bankers Association of America 


727 Monadnock Block, Chicago 


Home Office: Oklahoma City, Oklahoma 
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NEW YORK SURVEYS 

Business is Picking Up.—A large manu- 
facturing concern, with offices and plants in 
different parts of the country, stated that in 
November and December business fell off over 
fifty per cent, but beginning with January it 
steadily picked up and is continuing to do so 
right through into February. They deal largely 
in building materials, and hence this is indica- 
tive of improved conditions. 

Will the Specials Be Abolished?—When 
the committee on ways and means holds its ses- 
sions, not the committee of our National Con- 
gress, but of the insurance business, the ques- 
tion very frequently comes up as to whether 
there might not be a large reduction, at least, 
in the number of specials, if not their total 
abolition. No final decision has ever been 
reached, but perhaps it would surprise many to 
know that there is a strong feeling that a reduc- 
tion could be made in the number of special 
agents without serious detriment to the business. 

The Limit.—In the publication of certain 
statistics covering figures on mutual insurance 
it is interesting to note that the cost from 
1901-10 was 6.77, while from 191I-20 the cost 
was 6.34. Each of these were periods of a 
decade, and the comparison is important be- 
cause it shows that probably this represents 
pretty near the minimum acount, even under 
the highly protected condition of such prop- 
erties. 

As to Electrical Equipments.— The cumu- 
lative evidence as to the growing hazard of 
electrical equipments is such as to remove any 
doubt as to its being a fact. This is being 
shown by the work of the group of men em- 
ployed by the New York Board of Fire Un- 
derwriters to reinspect old equipments; it is 
also shown by similar work in a neighboring 
city, which reports that ninety per cent of the 
equipments were defective. In about forty 
per cent of these corrections have been made 
and certificates issued. Similar results perhaps 
with a higher percentage of corrections are 
being secured in New York. The question of 
handling these matters is somewhat complica- 
ted by the tendency of municipal departments 
to charge for their inspection, and thus make it 
impossible for the insurance companies to 
charge because the public utilities companies 
will not be able to withhold the fluid if the 
city department passes on the equipment. The 
question then as to whether such departments 
could be supported out of a general assessment 
fund will arise, or whether some charge must 
be made in order to support the special inspec- 
tion department necessary for this work. This 
might be accomplished, of course, indirectly by 

a specific charge in the rating schedules, and 
it may come to this, but this would not cover 
the point that such departments would show in 


the assessment as quite a heavy charge; that is 
the difficulty of this method of handling it. 


PACIFIC COAST ITEMS 

Appointed Oregon Special.—Chapman & 
Nauman, Pacific Coast general agents for the 
National Liberty, Phenix, Mechanics and Brit- 
ish, and Federal Underwriters, have announced 
the appointment of S. E. De Long- as special 
agent for Oregon and Washington, with head- 
quarters at Seattle. He succeeds Roy H. 
Keagy, who recently resigned to become one of 
the promoters of the American General Insur- 
ance Company which is being organized at 
Portland, Ore. De Long for the past six years 
has been special agent for the Connecticut and 
Westchester in Eastern Washington and Ore- 
gon, Idaho and the Western Canadian Prov- 
inces. 

Resigns from Tyson Agency.—Walter E. 
Tracy has resigned his connection with the 
Geo. H. Tyson General Agency at San Fran- 
ciso to become special agent for the Evans 
“Triune” in Southern Idaho and Utah. He 
will make his headquarters at Salt Lake. Mr. 
Tracy is well acquainted with the territory he 
is to cover, as previous to his residence in San 
Francisco he was for five years associated with 
the Board of Fire Underwriters at Salt Lake. 

California Agents Meeting.—The Califor- 
nia Association of Insurance Agents will hold 
its next annual meeting in San Francisco, June 
16-17. The National Association will meet this 
year in Los Angeles. The definite date of the 
latter meeting will be decided at the mid-year 
conference. 

San Francisco Pond Membership.—The 
San Francisco Pond of the Ancient and Hon- 
orable Order of the Blue Goose now has a 
membership of 190. 


CHICAGO AND THE WEST 

Manager Rye Resigns.— Fred A. Rye, 
general manager of the Western Insurance 
Bureau and its affiliated organizations, has re- 
signed, as of March 15, at which time he will 
become superintendent of the improved risk 
department of the Commercial Union, with 
headquarters at New York city. 

Letton to Become a Benedict.—It is an- 
nounced that Harold W. Letton, United States 
manager of the Netherlands, is engaged to Miss 
Mabel Cook, daughter of Mrs. Alfred Cook of 
Canterbury, England. 

Western Department for Fred S. James 
& Co.—Fred S. James & Co., United States 
managers of the General Fire, Urbaine Fire 
and Eagle Star and British Dominions, will 
open a Western department office in Chicago, 
in charge of O. F. Wallin, as assistant United 
States manager, on the return of Mr. James 
from California. 





PHILADELPHIA NOTES 


Buckley & Meade Begin Business.—Fire 
insurance men along Walnut street will be 
agreeably surprised to learn of the forming of 
a new fire insurance agency office here under 
the name of “Buckley & Meade.” Both Fred 
Buckley and Newt Meade, who constitute the 
firm, are popular, capable fellows and the suc- 
cess of their venture is assured. Both mem- 
bers of the firm were formerly associated with 
Clarence Wrigley. 

Home Fire and Marine Change.—The 
Home Fire and Marine have withdrawn from 
the Interstate Insurance Agency, and have ap- 
pointed Wagner-Taylor-Edson Company in 
place thereof. 

W. McKenna Resigns.—Wm. McKenna 
has resigned from W. W. Lee & Sons office to 
become counterman at J. S. Young & Co. G. S. 
Moorehead has resigned from Beidler & Book- 
meyer to assume duties of schedule expert in 
the office of A. M, Waldron. 

Insurance Federation Affairs—Fire in- 
surance men here are watching with interest 
the selection of a manager to handle the affairs 
of the Pennsylvania Insurance Federation. It 
is hoped that a live.wire young man with a 
good knowledge of the fire business will be 


accepted. John W. Dorris is chairman of a 
committee to select the successor to Mr. 
Putnam. 





Capital Fire of Sacramento 
A rumor prejudicial to the Capital Fire of 
Sacramento, Cal., indicating that the company 
might be considering reinsurance of all or part 
of its risks having been received, THE 
Spectator telegraphed its San Francisco corre- 
spondent, who, after investigating the matter, 

telegraphed Tuer Spectator as follows: 


Managing Underwriter C. J. Stovel of the 
Capital Fire of Sacramento and Assistant Man- 
ager G. A. Sherman, both emphatically deny 
that the company has any thought of reinsur- 
ing its general business and retiring. Mr. Sher- 
man states that the rumor probably arose from 
the fact that the company contemplates devel- 
opment of Western business rather than East- 
ern. The Eastern business of the company 
developed more rapidly than was expected 
last year, and at the expense of the Western 
business. Mr. Sherman leaves for New York 
February 20 to study Eastern conditions and 
arrange plans for this year. He says the sur- 
plus account of the company will be mate- 
rially increased within the next sixty or ninety 
days. The statement of the company as of 
December 31, 1920, shows capital, $225,000: 
assets, $395,304; liabilities, $146,358; net sur- 
plus, $23,946. The net premium income in 
1920 was $245,166, and the loss ratio covering 
the entire territory was 62.66 per cent. 

On December 31, 1919, the Capital Fire re- 
ported $420,706 of assets and a net surplus of 
$41,935, its capital having been $225,000, while 
its premium income in 1919 was $208,663. 
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What Do You Know? 


Yes, that’s what I mean! What do you 
know about the Peninsular Fire? Have 
you followed its rapid progress; this the 
livest insurance organization in the 
West? It has forged ahead on a sound 
financial basis in a most remarkable 
Vy, manner. The romance of real success is 
A with it. Is it with you? 


GRAND Parag ICHIGAN 


The Peninsular Fire Insurance Co. of America 
Grand Rapids, Mich. 
COLON C. LILLIF, President J. FLOYD IRISH. Sec. and Man. Underwriter 









Tue PENINSULAR CASUALTY INSURANCE CO. 


Home Office—BAY CITY, MICHIGAN 
Authorized Capital $250,000.00 


Now writing—Accident and Health Insurance, Live Stock, 

Commencing January Ist, will write General Casualty Lines, 
including Automobile. 

Attractive Agency Proposition in Michigan, and will soon enter 
adjoining States. 

Colon C. Lillie, Lowry Vahey, Harmon J. Wells. 


President. Managing Underwriter, Secretary and 
eneral Manager 
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Federated Fire Re-insurance Co. 


Authorized Capital $1,000,000.00 
Subscribed $1,000,000.00 


Re-Insurance Business Only. 





Home Office 
314-320 M.B.A. Bldg. Mason City, Iowa 




















$6,000.00 — $12,000.00 with $50.00 per Week 
me Costs $56.00 a Year 


Pays you as long as totally disabled whether 
from sickness or accident. 


Membership 100,000 Claims Paid $2,500,000.00 





Unusual Agency Opportunities at present in 
Minnesota, Indiana and lowa. 





Our Leading Salesman in 1919 made $12,000.00. 


Business Men’s Assurance Company 


W. T. GRANT, Vice=-Pres. KANSAS CITY, MO. 








If you can write Ordinary and Industrial 
business in an exceptional field, uncer a pro= 
gressive live-wire manager, who controls five 
offices, all making exceptional records and 


incidentally green=backs, address (in strict 


confidence to you) Box 75, Ironton, Ohio. 


THE RIDGELY 


PROTECTIVE ASSOCIATION 


of Worcester, Massachusetts 


Sickness and Accident Insurance 
FOR ODD FELLOWS ONLY 





Surplus to Protect Policy-Holders - = «= $282,550.00 
Deposited With Massachusetts State Treasurer, $100,000.00 








Horace R. Wemple Henry M. Schnarr 
President Secretary=Treasurer 
FIRE 
. RE=INSURANCE 


NORWEGIAN ATLAS INS. CO., Ltd. 
WEMPLE & COMPANY, Inc. 


15 William Street 
New York New York 





WE WANT AGENTS 
to push our five=-point=nine policies. 
Excellent Iowa territory and liberal 
€ contracts for men of good reputation. 


“THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Mgr. 
Home Office—Register Tribune Bldg.—De Moines, lowa 


















pF 


nsurance Company 


OF DES MOINES,!IOWA. 


JAS. H. JAMISON, President 


NEW and up to date — contracts. REAL SERVICE to Policy- 
holders and Agents. NOT SO BIG to lose sight of individual Agents, 
and big enough to serve its Agency and Policyholders satisfactorily. 
SOME GOOD territory in IOWA and SOUTH DAKOTA open for 
Agents. 








INTERNATIONAL LIFE & 
TRUST COMPANY 


GENERAL OFFICES, MOLINE, ILL. 
An “Old Line” Legal Reserve Company, Issuing all the 
Standard Forms of Policies. Exceptional Opportu- 
nities for Live Men. 


J. O. LAUGMAN A. JOHNSON 
President Sec. & Med. Dir. 
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Mississippi State Revenue Agent Claims 
Delinquent Taxes 


There were two new developments in the 


suit in Mississippi during the 


Both are important, and may 


fire imsurance 
week just closed. 
tend towards prolonging the ultimate end of 
the famous litigation. 

Jackson, Miss., fire underwriters got together 
and employed Green & Green, a firm of at- 
torneys, to represent them, and an appeal to 
the State Supreme Court has been taken in the 
receivership decree. 

Late on the night of February 15, Stokes V. 
Robertson, State revenue agent, and plaintiff in 
the suit, filed in chancery court a_ petition 
counter to that of Insurance Commissioner T. 
\f. Henry, who intervened last week for 1920 
taxes. Mr. Robertson's petition sets forth that 
the taxes became delinquent on February 15 
As such, he 


eards them as his legitimate prey. 


under the Mississippi law. re- 


Atlas Assurance Compeny, Ltd., London 
The Atlas Ltd., of 
London, which is now 113 vears old, and has 
been operating in the United States for about 
thirty-five years, presents a strong statement 
n behalf of its United States branch as of 
Its assets now amount to 


Assurance Company, 


1 

December 31, 1920. 
$5,306,711, or over $900,000 more than a year 
ago, and after increasing its unearned pre- 
mium reserve by more than $500,000, the com- 
pany shows a surplus of $1,586,492 or $233,000 
more than at the end of the previous year. In 
1920 its premium income increased to the ex- 
tent of nearly $700,000, having amounted to 
$4,122,232, and its premitm reserve now 
amounts to $3,306,401. 
this country, the Atlas has received over $43,- 
000,000 in premiums in the United States, and 


Since its admission to 


has paid losses here amounting to nearly $23,- 
000,000, the latter having included $1,721,387 of 
losses due to the San Francisco conflagration 
by remittances 
other 


(which paid 


home 


in 1906 
the 
conflagrations. 

The larger portion of the company’s Ameri- 


were 


from office) and to large 


can assets is represented by bonds and stocks, 
which are valued at $4,042,404. The company 
had a cash balance of $124,363: agents’ balances 
amounting to $1,144,283, and other minor items 


of resources. Its success last year is shown 


a combined loss ‘and expense ratio of less 
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than 87 per cent of premiums. The progress 
made by the American branch of the Atlas in 


recent years is denoted by successive yearly 


increases in its. net premiums written, tthe 
amount of same in 1915 having been $1,776,877, 
whereas in 1920 the premium income had 


vrown to $4,122,232. This increase in volume, 
however, has not been made at the expense of 
quality; for it is shown that the average loss 
ratio for the last decade has barely exceeded 
49 per cent of premiums, while the average 
expense ratio was but 40.2 per cent, giving a 
combined loss and expense ratio for the last 
ten years of only 80.3 per cent. 

The Atlas operates in practically all of the 
States, and Frank 


under the management of 


Lock, of New York, and his able associates, 
the company has developed a fine agency force 


and established an  unexcelled reputation 


throughout the country. 


New York Blue Goose to Meet 
lhe New York Pond of the Ancient 
Honorable Order of the Blue Goose will meet 
in Newark Tuesday evening, March 1. Thirty 


goslings are waiting to be initiated into the 


and 


mvsteries of the order, with indications that 
there will be more. 

The meeting is being held in the auditorium 
of the new building of the Liverpool and Lon- 
don and Globe Insurance Company through 
the courtesy of United States Manager Hugh 
R. Loudon. By holding a meeting in Newark 
it is expected that the order will be greatly 
members of the New field 


enlarge d by Jersey 


force. 


Fighting Sprinkler Law 
The Massachusetts Real Estate Exchange is 
doing its best to upset the present sprinkler 
law, their representatives to the metropolitan 
committee of the legislature insisting that- the 


companies doing business in Boston were in 


collusion t 


keep the prices of sprinkler in- 
stallations up. 


Risk Underwriters, 


In a recent issue of Tur 


Sprinklered Chicago 


SPECTATOR, the as- 


sets and surplus, 1920, of the 


Risk 


inadvertently 


December 31, 
Sprinklered Underwriters of Chicago 
stated. The 
figures, as reported to State Insurance Depart- 


were erroneously 


ments, are: assets, $299,306: surplus, $190,986. 





REINSURANCE”ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, President 








Directors of National Fire of 
Hartford 


[Special Dispatch to THE Spectator] 


Two New 


HArtForD, Feb. 23.—The National Fire In- 
surance Company elected two new officers at 
the annual meeting yesterday, George F, Cowe 
and R. M. Anderson, special agents, who have 
been connected with the home office, being made 
assistant of the company. Vice- 
President Frank D. Layton was elected to the 
board of directors, succeeding Geo. H. Tryon, 
vice-president, who recently resigned to be- 
come a partner in an insurance brokerage firm 


secretaries 


of nation-wide reputation. 
Fire Marshal for Utah Proposed 

A bill which has for its object the creation 
of the office of fire marshal has been intro- 
duced in the Utah legislature. Under the 
terms of the bill the state insurance commis- 
sioner would he the state fire marshal and he 
would serve without additional compensation. 
The duties of the office of fire marshal would 
be, according to the bill, to “‘enforce all laws 
and all lawful ordinances, rules and regulations 
relating to the prevention of fires; the storage 
and use of combustibles and explosives, to sug- 
gest the construction, maintenance and regu- 
lation of fire escapes, to suggest the means 
and adequacy of exit, in case of fire, from 
factories, asylums, hospitals, churches, schools, 
halls, theatres, amphitheatres, and all other 
places in which numbers of persons work, 
live, or congregate from time to time for any 
purpose: the suppression and punishments of 
arson and fraudulent claims or practices in 
connection with fire losses. 

Included in the list of articles whose manu- 
facture, storage, sale and use the state marshal 
would regulate is practically every substance 
which either directly or indirectly is the cause 
of fire. It would place under his jurisdiction 
power to inspect all buildings, etc., and wher- 
ever conditions are found that are dangerous 
to property or life, it would authorize him to 
order the condition to be remedied. 


Eastern Union Meeting 
\t a meeting of the Eastern Union held last 
week at the Railroad Club of New York, a 
new executive committee was organized with 
Jesse E. White, vice-president of the Great 
American, chairman, and Wilfred Kurth, vice- 
president of the Home, vice-chairman. 
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"The Leading FIRE INSURANCE Co. of America” North American National Insurance Company 


Des Moines, Iowa 
Assets, $910,670.66 
Lines Written: 
Fire, Tornado, Hail 
O. P. ODE, President 
JOHN PETERSON, Secretary 


W. G. HODGE, Asst. Secretary 
V. F. BECKER, Treasurer 
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“e ( SALESMAN OPPORTUNITY 
WM. B. CLARK, President We can use some high-grade stock and bond salesmen to sell our 6% 
Participating Preferred Stock, our 6% Improved Calumet District 
Real Estate Bonds, -— our 5% Farm Mortgage Bonds. 

rite for Particulars. 


One Hundred and Two Years of satisfactory 
GARY NATIONAL ASSOCIATES COMPANY 
dealing has developed for this Company its PR onions oy 











splendid reputation and.great business Wilbur Wynant, President. 








Losses Paid over 


FIRE ASSOCIATION of Philadelphia 








$ 19 + 5 00 () 5 000 Organized Sept. 1, 1817 Incorporated March 27, 1820 
Charter Perpetual 

nS ERT eR OC Oe Cr Ore $1,000,000.00 

Bs oy cavgigie. tra ciel enya isla Bieler wm soles 13,481,581.02 

Reserve and other Liabilities........ 881,957.78 

PNB O SUBDIR «5 -5.0:555.0.05.6500 ov o¥e sieves 3,599,623.24 

Surplus to{Policy Holders........... 4,599,623.24 





E. C. IRVIN, President. 
J. W. COCHRAN, Vice-President. 
JNO. B. MORTON, 2d Vice-President. 
M. a oven Secretary and Treasurer 
. RELLY. TR., Assistant ecretary. 





WANTED—THREE 





Three General Agency Contracts Open 





Northern Missouri—Illinois—Pennsylvania 
WRITE 
W. FRANK SMITH, Agency Manager 


AMERICAN NATIONAL ASSURANCE CO. 
St. Louis, Mo. 

















The Seatewn States Life nacre ns 
ATLANTA, GA. 

req 9-4 18) RAPIDS, WILMER L. MOORE, President 

Good territory for live agents. 

Liberal contracts direct with the Company. 

Policies include Double Indemnity and Disability 


icy LABE FOR FOLDER 


SHOWING ELABORATE DISPLAY benefits, 


ROBERT F. MOORE, Agency Secretary 
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W. E. SMALL, President E. P. AMERINE, Secretary 


When Insured in Georgia Casualty Company 


You Are SURE O,; _— Everyone Is 


Surplus and Reserves to Policyholders Over Two Million Dollars 


HOME OFFICE: MACON, GEORGIA 
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Fred S. James to Open in Chicago 
July 1 





C. L. DeWITT AND P. A. COSGROVE, 
ASST. U. S. MANAGERS 





0. F. Wallin to Supervise New Department 
In West 


Announcement was made last week that Fred 
S. James & Co., United States managers of the 
General Fire of Paris, the Urbaine Fire of 
Paris and the Eagle Star and British Do- 


PS a ig 
of Watertonon.N.B: 


68th ANNUAL STATEMENT 
JAN. Ist, 1921 


$1,000,000.00 
7,482,209.76 
4,868,117.15 





Capital. ...... 
Ampots......%.- 
Liabilities...... 


Net Surplus to 
Policyholders. 2,614,092.61 


Fire, Marine, Windstorm, Automobile, 
Sprinkler Leakage, Riot ,and 
Explosion Insurance 





New York State 
F. F. Buell, S. A., Troy 
E. J. Parmelee, S. A., Syracuse 

New England 
Geo. Shaw, S. A.,116 Milk St., Boston 

Middle Dept. 
E. A. Morrell, S. A., 205 Walnut Place, Phila. 

N. Y. Sub’n and Northern N. J. 

Jas. J. Garland, 514 Eighth Avenue, Brooklyn 











minions of Loudon, will open a Western de- 
partment at 175 West Jackson boulevard, Chi- 
cago, July 1. It was also announced that P. 
A. Cosgrove and Carroll L. DeWitt, who have 
been agency superintendents, will become assist- 
ant United States managers. O. F. Wallin, 
who has been supervising the South and West, 
the National of Hartford, has resigned and will 
become also an assistant United States man- 
ager of Fred S. James & Co. Mr. De Witt, 
who has been supervising the South and West 
will devote his attention to the Southern de- 
partment while Mr. Cosgrove will continue to 
supervise the Eastern department. 

The opening of a Western department has 
been under consideration for some time, but a 
definite conclusion has just been arrived at. 
This appeared an opportune time, not only be- 
cause the business of the three companies has 
grown to such an extent that such a move is 
fully justified, but also because of office ar- 
rangements. In 1912, when the Insurance Ex- 
change at Chicago was opened, Fred S. James 
Co. took nearly the whole of the twelfth floor, 
largely for their local agency, but partly for 
the Western department of the National of 
Hartford, of which Mr. James was then the 
manager and Mr. Blossom the assistant man- 
ager. The National of Hartford will give up 
its sub-lease on May 1 and this space will be- 
come available, as far as needed, for the West- 
ern department of the three companies, of 
which Fred S. James & Co. are the United 
States managers. 

Mr. De Witt joined the James organization 
as a field man in 1916 after years of experience 
in the Middle West as special agent of the 
Glens Falls, general agent of the Newark Fire 
and underwriting manager of the Cleveland 
National. He was called to the office of Fred 
S. James & Co. as agency superintendent about 
two years and a half ago and has had general 
supervision of the Western and Southern ter- 
ritory, besides assisting W. A. Blodgett of the 
firm in many executive details. 

Mr. Cosgrove’s experience has been mainly in 
the East as a field man for the Great American, 
later for the Fidelity-Phenix and then for Fred 
S. James & Co. He was made agency superin- 
tendent in 1918 and has had charge of the 
Eastern territory, including Virginia and West 
Virginia. 


MULTIPLE LINES BILL 
Companies Not to Ask Reduction of Taxes 
in Connecticut 

Officers of various Hartford companies have, 
in the last few days, been making statements 
as to why they regard the passage of the bill 
introduced by Senator Goodwin in the Con- 
necticut Legislature of vital importance. The 
bill which has been approved by Commissioner 
Burton Mansfield, allows the writing of more 
than fifty different insurance lines. The Good- 
win bill and several others before the legisla- 
ture include extension of marine writing among 
other features. 

The Travelers Fire Insurance Company, in- 
corporated in 1915, has asked the legislature to 
extend the time limit for its organization to 
March 24, 1923. The incorporators are officials 
of the Travelers and it is generally believed 
in Hartford insurance circles that, sooner or 
later, the third Travelers company will make its 
bow. The Travelers Fire Company also asks 
for an amendment to its original charter as 
follows: 

Said corporation may, in connection with 
marine, inland, marine or transportation insur- 
ance on property, also insure and reinsure any 
risk whether to person or to property, includ- 
ing liability for loss or damage to either arising 
out of the construction, repair, operation, 
maintenance or use of the subject matter of 
such primary insurance. 

In view of the important legislation now be- 
fore the Connecticut Legislature it is not be- 
lieved that the Hartford companies will ask 
for any reduction in the present tax rates, 
although their officers consider the present 
taxes as rather severe. However, recent re- 
ports by the Connecticut State treasurer indi- 
cate that the State’s treasury is short of funds 
and under the circumstances no action reducing 
present taxes on insurance companies is at all 
likely. 


Pushing Fire Prevention Campaign 

As a result of the campaign launched re- 
cently by the National Board of Fire Under- 
writers, in conjunction with the National Credit 
Men’s Association, bills making fire prevention 
education compulsory have so far been intro- 
duced in the following States: California, 
Massachusetts, Tennessee, Idaho, Nebraska, 
Pennsylvania, West Virginia, Connecticut, 
South Dakota, Michigan and Oregon. 











City Insurance 


F. M. MACHMER 


President. 


SUNBURY, PENNA. _. 
Organized 1870 


Cash Capital $600,000 


A. F. 


Secretary and Underwriting Manager. 


Company of Pennsylvania 


O’DANIEL, 














Aa TT 








THE SPECTATOR 


Thursday 

















SERVICE FIRST 


First comes service with The 
Lincoln National Life Insurance 
Company. 





& Through the busy days of caring for a million 
and a half dollars more business written in Jan= 
uary, 1921, than was written by The Lincoln 
Life in January, 1920, the high service standards 
were maintained. The Lincoln Life now issues 
50 per cent of all policies within eight hours 
after the applications reach the Home Office. 


Such service makes it pay to 


Cink UP()wins rue (LINCOLN) 


The Lincoln National Life Insurance Co. 
“Its Name Indicates its Character” 

Lincoln Life Building 

Now More Than $160,000,000 in Force. 














Fort Wayne, Indiana 


Improved Disability Provision 


Claim may be made as soon as disability occurs—no 
probationary period. 


Payments begin immediately on approval of claim 
—no probationary period. 


Monthly payments, lifelong, conditioned on _per- 
manence of disability. 


Immediate waiver of future premiums—no wait- 
ing until next anniversary. 


Full amount of insurance paid when insured dies, 
without deduction for disability payments or for pre- 
miums waived. 


This new disability provision brings the service of 
America’s oldest legal reserve life insurance company 
still closer to the needs of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
of New York 


34 Nassau Street, New York 




















Don’t Delay Decide Today 


GENERAL AGENTS 
WANTED 


If you mean 
Business 


If you can do 
Business 


Write to me— 


JACKSON MALONEY 


Manager of Agencies 


ZRAHMAHE pApHOowe 
Pe ABd sean sZAey 


PHILADELPHIA LIFE INSURANCE COMPANY 


111 NORTH BROAD STREET 
PHILADELPHIA, PA. 

















GREAT SOUTHERN LIFE 
INSURANCE COMPANY 


Houston — Dallas 


Texas 


TEXAS HUNDRED MILLION 
DOLLAR COMPANY 


O. S. CARLTON, President, Houston, Texas 
E. P. GREENWOOD, Vice=President, Dallas, Texas 
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SALESMEN AT ST. LOUIS 





One-Day Congress Held to Improve 
Co-operation 





TWO ADDRESSES BY ORVILLE THORP 





Betterment of Service to Policyholders 
Also a Keynote of Meeting 
[Special Dispatch to THE SpecTatori 

Sr. Louis, Feb. 23.—Five hundred or more 
representatives of insurance companies within 
a radius of 175 miles of St. Louis, attended the 
opening session of the one-day sales congress 
of the Life Underwriters Association of St. 
Louis, held at Hotel Statler yesterday. The 
purpose of the congress was to increase service 
to policyholders and to improve co-operation 
among insurance salesmen. 

Richard H. Calkins presided at the morning 
session and Warren C. Flynn in the afternoon. 
The opening address of welcome was delivered 
by F. Benton Miller, president of the Life Un- 
derwriters Association of St. Louis. He fol- 
lowed with an address, on “Underwriting, the 
Education of America.” 

Orville Thorp, president of the National 
Association of Life Underwriters, told of the 
accomplishments of the National Association 
and at the afternoon session delivered an ad- 
dress on “Life Insurance to Cover Federal and 
State Inheritance Taxes.” In discussing the 
business outlook for 1921, he said the insurance 
men believed that more money would be saved 
in the United States this year than ever before, 
and as insurance was one of the chief saving 
methods, more policies would be sold. That is, 
about $9,500,000,000 of surplus money was 
floating around among American people and 
the greater part will be invested in some sav- 
ings form. : 

Charles W. Scovel of Pittsburgh, past presi- 
dent of the National Association of Life Un- 
derwriters, urged the payment of insurance or 
other estate after death to dependents in in- 
come form rather than in bulk cash or readily 
convertible securities. He said that statistics 
compiled by the National Association of Life 
Underwriters showed that approximately 
ninety-five per cent of all estates or insurance 
left to dependents in the form of cash or con- 
vertible securities was gone within five years. 
By leaving an estate, or insurance payable in 
monthly income form, dependents are insured 
against poverty or embarrassment for the re- 
mainder of their lives. At the afternoon 
session Mr. Scovel spoke on “Business Insur- 
to Credits.” He 
that if business men’ who failed in 1920 
had had insurance as security for a reserve 
fund, there would have been few failures. 
There would not have been the curtailment of 
credits by the banks, if there had been more 
life insurance business, 

The guests were entertained at noon at 
buffet luncheon at the hotel. On Monday night 
a banquet was given for the visiting salesmen 
at the hotel. Herbert N. Lafflin of Milwaukee, 


ance Reinforce American 


said 


counsel for the Northwestern Mutual Life In- 





surance Company, was the principal speaker at 
Heroes of 


the banquet. His subject was 
Peace,” and he eloquently pointed out the field 
for good in the insurance business. 

“Tt is the ambition of you men to raise your 
vocation to the level of a profession,” he said. 
To do this, you must rigidly enforce the ethics 
and ideals upon which the insurance business 
was founded. You must purge your ranks of 
the rebater, the twister and the prevaricator, 
as the law purges itself of the shyster, and as 
medicine does of quacks.” 

J. R. Paisley, president of the Standard Life 
Insurance Company, of Decatur, IIl., also made 
a brief address. 

Folmar Agency Pays Claim by Airplane 

W. B. Folmar & Sons of Troy, Ala., the 
oldest and one of the largest general agencies 
of the Franklin Life of Springfield, Ill., con- 
sider promptness in the payment of death 
claims as one of the most important features 
of the business. How they used an airplane 
to expedite a settlement is told in the Folmar 
Agency Bulletin, as follows: 


John O. Bedgood, insured under policy No. 
137967, issued last February, died on Jaunary 
Through the prompt action on the part of 
the company and D. E. Cook, we were able to 
forward the completed claim papers to the 
home office on January 24. 

Check for $2000, in settlement of the claim, 
was received at Troy at 11:20 A. M., Janu- 
ary 3I. 

That was quick work, and we are anxious 
to keep up the record and deliver the check 
within one week from day claim papers were 
completed. 

To do that we had to deliver the check that 
day, but there would be no more mails to 
Andulusia, Ala., the home of the beneficiary, 
until that night. This was a disappointment. 

Our attention was called to the fact that two 
airplanes were headquartering at Troy, and 
one of our men, Sellars Lightfoot, volunteered 
to make the trip by plane and deliver the check 
that afternoon. 

\rrangements were promptly made, and at 
3 P. M. Mr. Lightfoot began his air journey 
to Andulusia, fifty-four miles away. Forty- 
nine minutes later the company’s check was in 
the hands of the beneficiary, Mrs. Bessie B. 
Bedgood. 

So far as we know, this is the first time an 
airplane was ever used for such a purpose, and 
by its use, we believe we have established a 
record, 


15. 


Mountain States Life Files Brief 

In answer to charges of irregularities in 
connection with the organization and licensing 
of the Mountain States Life Insurance Com- 
pany of Denver, Col., that company has filed 
with Commissioner, 
taking up each charge in turn and showing, in 
great detail, the regularity of each step in the 


a_ brief the Insurance 


progress of its formation. 
the Travelers, A. S. 
depart- 


le- 


The Francisco office of 
Holman, manager of the life and 
ments, and W. A. Quinlan, manager of the liability « 
partment, ranked ninth in 1920 among the company’s 


San 


accident 


agencies in the production of new paid-for business. 
Make that policyholder who is contemplating sur- 

render hold for This country 

never stays under a financial cloud for long, and when 


on six months more. 


the business sun shines once more he will thank you 


-The Radiator. 


for persuading him to do so- 
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CONDEMN BANK AGENCIES 


Jackson Life Agents Adopt Resolu- 
tions 


COMPETITION IS CALLED UNFAIR 





Special Committee Appointed to Prevent 
Bank Officers Becoming Agents 
The Jackson, Miss., Life Underwriters Asso- 
ciation held its monthly meeting Friday with 
a large attendance. 
The following resolutions were introduced, 
and unanimously passed: 


Pe it resolved, that the Local Association of 
Mississippi Life Underwriters, of the city of 
Jackson, bring to the attention of the various 
banking institutions of this city, the writing 
of life insurance by their officers and em- 
ployees, and respectfully request that they 
forbid them to write life insurance for the 
following reasons: 

1. That the companies and agents are large 
customers of the banking institutions of Jack- 
son, 

2. That it is wrong to seek the patronage of 
life insurance companies and agents, and then 
permit some one in the bank to come in com- 
petition with these agents, who are interested 
in the success of the banks. 

3. That the agents are promoters of thrift, 
which tends to increase the deposits and busi- 
ness of the banks. 

4. That the banks do not compete with their 
other depositors. 

se it further resolved, that a copy of this 
resolution be spread on the minutes and a 
copy presented to the president of each bank in 
person by a committee duly appointed by the 
president. 

The second resolution reads as follows: 

Resolved, that the Mississippi Underwriters 
Association go on record as opposing and con- 
demning the practice of general agents and 
managers of life insurance companies placing 
rate books, application blanks, etc., pro- 
miscously with agents of other companies. 

Resolved, that the Commissioner of Insur- 
ance be requested to advise all general agents 
that in future it would be necessary to have 
authority from the Insurance Department for 
any agent to submit for approval to their com- 
pany or any general agent, an application other 
than their own company. 

Resolved, that a copy of these resolutions be 
mailed to all general agents and managers of 
all life insurance companies doing business in 
Mississippi. 

An amendment to the second paragraph was 
offered and accepted, which provides that the 
general agent may, for his agents, submit to 
the general agent of another company an ap- 
plication in the latter company. 

President Thompson named the following to 
serve on the committee provided for in the first 
resolution: W. Y. Gilbert, New York Life, 
chairman; Dr. R. S. Curry, Union Central Life, 


and A. W. Garraway, Penn Mutual Life. 


_ 


Superintendent Warns Life Companies 

Superintendent of Insurance Jesse S. Phillips 
has sent out a circular letter to life insurance 
companies warning them against adopting high- 
pressure methods to keep up their volume of 
business. Conditions existing prior to the Arm- 
strong investigation show the undesirable re- 
sults that will come from-.such methods, Super- 
intendent Phillips says. 





THE 


SPECTATOR 











CONDENSED STATEMENT 


Mid-Continent Life Insurance Company 
Oklahoma City, Okla. 


DECEMBER, 31, 1920 


ADMITTED ASSETS 


Cash in office, Banks and Trust Com- 
panies 

Loans secured by First Mortgage, Liens 
on Real Estate 

Loans on Policies within the reserve 
value thereof 


$240,297 .25 
302,240.62 


52,963.70 

52,250. 00 

17,500. 00 

Net due and deferred premiums within 
reserve value of policies 

Due and accured interest and other ad- 
mitted assets 


31,634.00 
20,108.51 





$716,994. 08 


The foregoing statement is correct, 


LIABILITIES 


Reserve for outstanding Policies 

Reserve for amounts due in future 

All other liabilities.................. 
$100,584.00 


$473,666. 00 
12,821.00 
52,846 .35 


Unassigned funds—Sur- 





Security to Policyholders in addition to 


legal reserve required by law 177,660.73 





$716,994. 08 


R. W. Reese, Secretary. 


R. T. Stuart, President, 


Edwin Starkey, Vice-President 














NATIONAL AMERICAN 
LIFE INSURANCE CO. 


Greater, stronger and more progres= 
sive than ever 


Invites the support of the people of 
Iowa, and correspondence from capable 
experienced life insurance men, who can 
write business in this territory. To such 


a very favorable contract will be offered. 


Address L. H. Koch, President, 
Burlington, Iowa. 





1921 


SEVENTIETH 


1851 


Anniversary Year 


Berkshire Life Insurance 
Company 


Pittsfield, 


Mass. 


Durinc this long span of years 


the Company has maintained a high 
reputation for fair and _ honorable 


dealing with policybolders and agents. 


WINFIELD S. WELD, 
Supt, of Agencies 


WILLIAM D. WYMAN, 
President 
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LIFE INCOME INSURANCE 


Chapter From “How To Sell Insur- 
ance,” by William Alexander* 








A POLICY THAT WILL SELL EASILY 





Induce Prospect to Start in a Small Way 
and Build Up Later 


What is the chief purpose of life insurance? 
Is it not to protect the widow and the orphan? 

Ts it not true, also, that as a properly con- 
ducted life insurance company is the most 
secure of all financial organizations, it is the 
safest and best depository for the savings of 
the people? 

And may not every wife and mother through- 
out the length and breadth of the land know 
that if her husband takes insurance for her 
benefit in a strong company based on scientific 
principles, she will, at the maturity of the con- 
tract, certainly receive promptly and in full the 
amount which the company has agreed to pay? 

But after the widow receives this money, 
and the insurance company is relieved of the 
responsibility of guarding it, what becomes of 
it? Does she invest it, and support herself and 
her children on the income it produces? 

There are cases where this is the course fol- 
lowed, but most women are experienced 
spenders ‘and know little about the difficult 
business of saving and investing money. Con- 
sequently, as everyone knows, when insurance 
money is received by a widow, and the insur- 
ance company is relieved of all responsibility, 
she finds herself surrounded by pitfalls, and 
is tempted either to invest in speculative ven- 
tures promising large returns, or mistakes her 
capital for income and spends it accordingly. 

Is there any remedy for such evils? Do the 
companies offer any protection against such 
dangers? 

Yes. They Have solved this problem abso- 
Iutely and completely by devising a policy pro- 
viding for the payment of the insurance in the 
form of a monthly income, to continue during 
the lifetime of the beneficiary. 

Of all varieties of life insurance, this kind, 
called “Life Income Insurance,” is the safest 
and the best for the protection of the family. 

Life income insurance will be the insurance 
of the future. If it is not universally popular 
to-day, it is simply because agents who have 
been in the business for a long time have got 
into so deep a rut that it is hard to jolt them 
‘out of it. Having established the habit of 
selling insurance of the ordinary kind they 
find it more convenient to stick to old habits, 
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and so they continue to offer insurance pay- 
able in one sum for family protection, whereas 
that kind of insurance ought to be used ex- 
clusively for business purposes. But I hope 
and believe that the time will soon come when 
substantially all the insurance issued for the 
protection of widows and orphans will be on 
the income plan. Already there are many 
agents who make a specialty of income insur- 
ance, and there are many others who transact 
a large portion of their business on that plan. 

In the beginning income insurance may be a 
little harder to sell than ordinary insurance. 
But it has many compensating advantages. 

The chief difficulty with the inexperienced 
agent is that to provide an adequate income the 
insurance must be for a liberal amount. But 
that is not a weakness; it is the strength of 
income insurance. One of chief diffi- 
culties is to convince people that they should 
take all the insurance they need. The man 
who spends $5000 a year on his family may 
plume himself on his prudence and foresight 
if he applies for a policy which will give his 
wife $5000 in cash at his death. But you know 
that such an amount would not, even if in- 
vested at a high rate of interest, give her per- 
manent support. You can induce such a man 
to take a larger amount by offering income 
insurance, 

However, if I were offering income insur- 
ance, I should in many cases begin in rather 
a small way. I might advise my prospect to 
take his first income policy for a moderate 
amount, treating it as the first step in a syste- 
matic plan of saving for the future. There 
is nothing more valuable for you or for your 
clients than for you to inculcate and stimulate 
the insuring habit. If you can induce a man 
to provide an income of $10 a month as a 
preliminary step in a scheme for gradually 
building up an adequate income for his de- 
pendents, you will be doing admirable work— 
if you follow the case up from time to time 
thereafter. Even where the insurance is 
merely to supplement the earnings of a widow 
and her children, how much safer and better 
it is to have a permanent income of $10 a month 
than a large sum payable all at once, which 
may be wasted in a few months. 

Of course the best prospects for income in- 
surance are wealthy men, who think a little in- 
surance will suffice, but who can be jacked up 
to apply for liberal incomes for wife, daugh- 
ter or other dependents. 


your 


Co-oPERATION OF BANKS AND TrusT CoMPANIES 

It is a significant fact that banks and trust 
companies are now working in harmony with 
our life insurance companies. 
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In their advertisements they are constantly 
advocating life insurance. 

The banks, for example, are recommending 
special insurance bank accounts. You should 
give the same advice. The man who deposits 
in such an account from month to month a 
moderate sum out of his income will have at 
the end of twelve months a fund from which 
he can pay the annual premium on a _ sub- 
stantial policy, without strain. 
of such a system he will be able to carry a 
much larger amount of insurance than would 


And by means 


otherwise be feasible. 

The trust companies are advising benefici- 
aries to create trusts of the proceeds of their 
policies. This is sound advice, but those who 
invest in insurance should be shown that the 
simplest and most economical method is to 
take their insurance in the first instance on the 
Then the 
will, without extra charge, grant the protection 
and render the services that are offered by the 
trust company. 


income plan. insurance company 


PUTTING IT OVER 


Alert Agent Writes Insurance Company 
Director 

He was a big man physically, mentally and 
financially, and therefore, busy. Alone in his 
private office with his desk piled high with 
papers he was delving into matters that ran 
into millions, and as usual, he was not to be 
interrupted until he touched his call button. It 
was a distinct shock when his door opened and 
he faced an entire stranger that had hy some 
hook or crook gotten by the block man and 
entered his private office unannounced. His 
visitor was a well dressed young man, pleasant 
faced and smilingly unconcerned. 

“Did you have an appointment for this 
hour?” snapped the big man. 

“Yes, sir,” was the prompt and cheerful reply. 

“Who made it?” he snapped again. 

“Made it myself,” the young man replied. 

The big man turned in his chair abruptly and 
faced his visitor with a glance that took him in 
from head to heel, and there was the suspicion 
of a smile as he asked more moderately : “What 
is your business ?” 

Without a glance at the uninvited seat the 
young man laid his hat on the desk, turned so 
as to face the big man and looking him squarely 
in the eyes, said: “I will tell you what I 
know and give you just one guess as to my 
business, and I promise you I won’t take up 
more than ten minutes of your time unless 
you say so. I know that you are either an 
officer or director in seventeen different 
business concerns and also that in all these 











seventeen enterprises with which you are con- 
nected there is but one that did not cut down 
its working force, that neither raised or cut 
down the wages of its employees, that never 
had even a touch of labor trouble, that did not 
raise the selling price of its products or change 
its business methods. This one business out of 
the whole seventeen bought more Liberty 
Bonds than the other sixteen combined. It was 
never charged with taking excess profits, 
profiteering or price fixing. It is the only big 
business that came through unscathed during 
the war without the loss of a single dollar to 
a patron or to the company. Don’t you think 
I ought to be proud to stand as a repreSenta- 
tive of a business with such a record as that? 

“Just run your mind over the various enter- 
prises in which you are engaged and guess 
for yourself what my business is. You have 
one guess.” 

The big man had not taken his eyes off the 
visitor for an instant, but as he ceased speak- 
ing, he dropped his steady gaze and meditated 
for a moment during which not a word was 
spoken. Then he arose and pointing to a chair, 
said pleasantly: “Sit down, please, and excuse 
me for a moment.” He stepped into the vault 
and returned shortly with a bundle of papers. 
Selecting one, he handed it to the visitor and 
with a hearty laugh said: “Duplicate that, 
young man, and get out of here. I am too 
busy for trimmings.” 

“You win,” said the visitor as he began copy- 
ing the sample and filling out a blank, which 
was an application for a fifty thousand dollar 
twenty pay life policy in the system that came 
through unscathed. 


Killed While Violating Law, But Claim is 
Upheld 

An important decision touching upon the 
question of the liability of an insurance com- 
pany when its policyholder is killed while 
violating the law was handed down by the 
Kansas Supreme Court this week. The de- 
cision came in the suit of A. N. Allen, as 
guardian for Harry L. Jenner against the 
Knights and Ladies of Security. The company 
had declined to pay a claim because the in- 
stred man had met a violent death while 
violating the law. It was found that the 
policyholder had been killed while making an 
unlawful assault. The lower courts and the 
Supreme Courts held, however, that the so- 
ciety should be held liable for the claim and 
that the provisions in by-laws of the socicty 
could not be sustained. 


Insurance Sales Letters 


Open the way to real business—create a keen 
realization of the value of adequate insurance and 
prepare the way for a personal call to close the appli 
cation. More than 400 salesmen are using Hull "8 
sales creating letters for life, accident, partnership, 
corporation and fire business. An insurance com- 
pany official writes, “Am well pleased with the letters. 
Shall be able to make effeetive use of them.” Re- 
quest particulars—ask for folder 11A. 


WILLIAM S. HULL Madison, Conn. 


SATE EM BERNE SP 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 








Reliance Life Breaks a Record 

The Reliance Life Insurance Company of 
Pittsburgh, Pa., ended the year 1920 with $196,- 
272,085 of paid life insurance in force. In ad- 
dition it had in force $74,300,749 of accident 
business and $250,760 of health (weekly in- 
demnity) business. The company paid for 
$72,758,556 in new business during the year, 
representing a gain of $24,642,970 over the 
record of IgI9. 

The Reliance Life is stated to be the first com- 
pany to have gained $200,000,000 of insurance 
in force in seventeen years—the exact time be- 
ing four months and ten days over that period. 
This record was made by the agency force 
alone, no company having been purchased or 
consolidated with the Reliance Life. James H. 
Reed is president, who is ably backed by H. G. 
Scott, vice-president and secretary, well known 
throughout the insurance world as an able life 
underwriter, 


Philadelphia Life Insurance Company 


The statement of the Philadelphia Life In- 
surance Company for the year 1920 shows that 
the company has now in force $60,527,796 in 
paid for business. An increase of $11,901,907 
was made during the year. The admitted 
assets of the company now total $7,482,962, an 
increase of $782,966 over the same figure for 
1919. 

The Philadelphia Life now has a reserve to 
policyholders of $6,381,517, has paid in divi- 
dends to policyholders during 1920 the sum of 
$108,095, paid death losses amounting to $488,- 
245 and holds as dividends to the credit of 
policyholders $217,393. This makes the total 
sum paid to or held for the benefit of policy- 
holders $12,221,123. 

The Philadelphia Life is a conservative com- 
pany, which has steadily increased its business 
since its organization in 1905. A. J. Maloney is 
president of the company, William H. Hubbard 
is secretary and Frank G. Combes is treasurer. 
Under their management the company has had 
a very successful career. 


Insurance 300 Years Ago 
One of the earliest life assurance transactions 
on record was made at Florence, Italy, in the 
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year 1610, in favor of Giovanni Ballesta on the 
life of Ser Brother Ferdinand for the sum of 
3000 scudi, the term extending from the August 
Festival of Piacenza of that year to the Feast 
of Epiphany in 1611, the premium being three 
and three-fourths per cent of the amount un- 
derwritten. The contract was written in 
medizval Latin, and was incontestable and in- 
disputable. It was agreed in the event of the 
death of Ser Ferdinand the assurers should 
make full payment. It covered natural or ac- 
cidental death. It gave free residence and 
travel anywhere in the world by land or water; 
it was good at issue and the claim was to be 
payable three days after the notice of death— 
The Searchlight. 
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OF NEBRASKA 


209 Wilkinson Building 
Corner I2 and Farnam 


OMAHA, NEBR. 


E. M. SEARLE, Jr., President 
W. E. McCANDLESS, Vice-Pres. 
Manager of Agents 
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Prompt Service 





The demand for an outlet for excess an Life Insurance 
Policies has been met by 


THE REINSURANCE LIFE COMPANY 
OF AMERICA 


DEs MornEs, Iowa. 


REINSURANCE ONLY 


Full Coverage 








H. B. HAWLEY, President 





F. D. HARSH, Secretary 








West Coast Life Declares Ten Per Cent 
Dividend 


The West Coast Life Insurance Company of 
San Francisco at its annual meeting held at 
the home office on February 8, declared a 
stockholders’ dividend of ten per cent, one-half 
of which was paid on February 21 to stock- 
holders of record on February 19. The second 
installment will be paid on August 20 to stock- 
holders of record on August 15. The dividend 
totals $25,000 and is the first that the West 
Coast has declared. The officials of the com- 
pany are being widely complimented on the 
statement for 1920, which shows an increase in 
the net surplus account of $77,884, the total 
net surplus at December 31 being $178,790 and 








Perfect Personal Protection 
_ The Combined 
Life, Health 
and 


Accident Policy 


Issued only by the 
Niagara Life 
Insurance Co. 


Protects Both Yourself and Your Dependents 





OFFICE 
Niagara Life Building, Buffalo, N. Y. 


Reliable Live Wire Agents Wanted 


EDWARD H. BURKE, 


Presidentand General Manager 


HOME 














its surplus to policyholders, $626,730. The 
holding officers were re-elected without excep- 
tion. 

Four new directors were chosen: Alden 
Anderson, president of the Capital National 
Bank of Sacramento, Cal.; Thos. Maclay, pres- 
ident of the Swiss-American Bank of Peta- 
luma, Cal.; John Raggio, president of the Com- 
mercial and Savings Bank of Stockton, Cal., 
and P. C. Tietzen, president of the Bank of 
Santa Maria, Santa Maria, Cal. The. newly 
elected directors succeed W. O. Randolph, A. 
W. Scott, Jr., V. J. A. Ray, and Alfred Seale. 


New York Life’s Good Year 

On another page of this issue of THe Spec- 
TATOR appear extracts from the 1920 statement 
of the New York Life Insurance Company of 
New York, which indicate the fine record made 
by that prominent company during the past 
year. It closed the year with admitted assets 
aggregating $966,664,307, and with insurance 
in force to the amount of $3,537,208,756, having 
written new paid-for business in 1920 amount- 
ing to $711,297,638. The new business written 
increased $163,321,208 over that of ror9o, and 
the gain in insurance in force last year was 
$400,378,670. In the next issue of THE SprEc- 
TATOR there will appear a more extensive re- 
view of the operations in 1920 of this important 
company. 


Boston Life Men Hear Taxation Address 


The biggest gathering to attend a luncheon 
of the Boston Life Underwriters Association 
assembled last week to hear Leland Powers, a 
former District Attorney General and an ex- 
pert on taxation, discuss a bill now before the 
legislature providing for “exemption from 
taxation of income used for life insurance 
premiums.” 

Mr. Powers, who had a most appreciative 
audience, emphasized the fact that income tax 
papers to-day were not merely paying two per 
cent on their premiums collected from the 
Commonwealth from the insurance companies. 

The other speakers were Paul S. Burns, of 
the Mutual Life of New York; Leon F. Foss of 
the New England, and Samuel Wyman of the 
Berkshire Life. Charles C. Gilman presided. 
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DES MOINES LIFE AND ANNUITY COM- 
PANY 


Stockholders Re-elect Old Board of Direc- 
tors—Attempt at Raid of Company 
Frustrated by Stockholders 


Seventy per cent of the stockholders of the 
Des Moines Life and Annuity Company, of Des 
Moines, Ia., were represented at the recent 
annual meeting and efforts of outside interests 
to secure control proved futile. The board of 
directors was re-elected in its entirety, and no 
representation was secured by any outside 
faction. 

Immediately after the stockholders’ meeting, 
the board of directors met and the following 
officers were elected for the ensuing year: A, 
T. Bennett, president; A. L. Hart, vice-presi- 
dent and general manager; R. J. Bannister, 
vice-president and counsel; M. W. Richey, 
vice-president; S. J. Huston, vice-president; 
Paul N. Mantz, secretary ; L. M. Barlow, treas- 
urer, and Dr. A. C. Page, medical director. 

The company has had a phenomenal growth 
during the past year, and now has $15,000,000 
of business in force and $1,000,000 of assets; 
and with the excellent co-operation of the 
stockholders in the future, as evidenced at the 
annual meeting, the continued success of the 
company is assured. 


Mid-Continent Officers Re-elected 


The annual stockholders’ meeting of the Mid- 
Continent Life Insurance Company was held 
at its home office, Oklahoma City, Tuesday, 
February 15 and resulted in the following 
directors and officers for the ensuing year: R. 
T. Stuart, president; Edwin Starkey, vice- 
president: R. W. Reese, secretary ; O. E. Stuart, 
vice-president; Dr. M. Smith, medical director; 
Ed. S. Vaught, general counsel; C. H. 
Boedecker, J. W. Scoggins, W. E. Jones and H. 
W. Reneau. 


Surprise for Vice-President Starkey 

Over a half million in signed applications 
with the birthday greeting “Hello, Starkey!” 
printed across the face of each application was 
the result of a clever surprise on Edwin 
Starkey, vice-president and director of agencies 
of the Mid-Continent Life Insurance Company 
of Oklahoma City, on his birthday, Monday, 
February 14. Incidentally it represents the 
biggest single day’s receipts since the company’s 
inception. 


Big Gain in Insurance Carried in Rhode 
Island 

Advance information on the report of Com- 
missioner Phillip H. Wilbour of Rhode Island, 
which is soon to be filed with the State legis- 
lature here, shows that the total amount of in- 
surance carried in this State was increased by 
$41,783,660. Losses incurred during 1920 
totaled $2,678,848 in the ordinary class and $3,- 
782,158 in industrial. During 1920 there was 
written in this State $40,428,565 ordinary, and 
$19,637,467 industrial insurance. 
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Who Gets the 5 Percent? 








The screwdriver from your auto kit is a 
good tool—but it won’t fix a watch. 


Granted, that competition is a factor in 
perhaps only 5 per cent of cases written— 


Who Gets That 5 Percent? 


In these days, when credits are short and 
financial hazards long; when mortality is 
jumping sideways and making new rec- 
ords, and Big Business is worried be- 
cause of the life hazard of its valued 
executives— 


When the stock market is flighty and in- 
dustrial securities unstable— 


When net cost is a factor, and initial cost 
more so— 


In these days, there are many cases when 
the ordinary tool, pulled from the rough- 
and-ready kit won’t reach the spot. 


The Central Life man approaches such 
cases with full confidence of success. 


He has in his kit a new tool, scientifically 
sound, specially designed for the special 
case— 


A special tool prepared by the Central 
Life organization from its close relation 
to field problems and field men, which 
eliminates competition without eliminat- 
ing security. 


It is worth looking into. For details, 
address 


Central Life Assurance Society 
of the United States (mutuai 


: Des Moines, Iowa 
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THE PRUDENTIAL’S GREATEST YEAR 


Company Makes Astonishing Record in 
1920 

The figures set forth in the 1920 statement 
of The Prudential Insurance Company of 
America, of Newark, N. J., are of such magni- 
tude that even a blasé financial editor will be 
shocked into lively attention by them. The 
company’s total of new paid-for insurance for 
the year was over $1,032,000,000, the largest 
amount of paid-for insurance written on the 
lives of the public by the company, in any 
year in its history. Its net gain in insurance 
in force was over $665,000,000, which is more 
than its total insurance in force at the end of 
its twenty-fifth year in business. This amount 
was almost equally divided between the in- 
dustrial and the ordinary departments. 

The Prudential’s net increase in assets in 
1920 was over $88,000,000, which is greater than 
the total assets accumulated when it had been 
in business twenty-eight years. 

The Prudential is now second among the 
world’s insurance companies in the important 
items of insurance in force and premium in- 
come. In 1920 it advanced from fifth to third 
place in admitted assets. Its lapse rate last 
year was less than in Ioro. 

The total assets on December 31, 1920, were 
over $686,000,000; its liabilities amounted to 
$655,000,000, which include its reserves of 
$623,000,000, and its surplus had increased to 
$30,900,000. It bought $8,500,000 worth of 
Liberty Bonds during the year. It now owns 
Government bonds valued at $106,500,000, 
which total equals fifteen per cent of its ad- 
mitted assets. The average rate of return on 
Government, municipal, railroad and miscel- 
laneous bonds purchased during 1920 was 6.07 
per cent, as compared with 5.28 per cent in 
TOTO. 

The Prudential has $198,500,000 invested in 


real estate loans, of which $84,000,000 was 


loaned in 1920. That it has not lagged in the 
housing situation is indicated by the fact that 
there are 3164 loans outstanding on private 
dwellings, and 239 on apartment houses. 

Tt paid taxes of over $4,000,000 in 1920. Its 
payments to beneficiaries and policyholders 
amounted to more than $63,000,000. Since its 
organization it has paid policyholders more 
than $679,000,000. 

Its mortality experience, or death rate, 
showed a marked improvement, its claim per- 
centage being four points in the industrial de- 
partment, and five points in the ordinary de- 
partment, compared with roro. 

These marvelous results reflect great credit 
upon the official and field staffs of the Pru- 
dential. 


—The Montana Life Insurance Company of Helena 
has received its license from the California Insurance 
Department. 

—President, A. A. Pilon, Fond du Lac; vice-presi- 
dent, Homer H. Bishop, Oshkosh; second vice-presi- 
dent, Joseph Drasal, Oshkosh; secretary-treasurer, J. 
P. Mac Dermott, Fond du Lac. Those were the 
officers elected by the Fox River Valley Life Under- 
writers Association at a recent meeting. 
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A BULWARK AGAINST BOLSHEVISM 


Democratic Character of the World’s Greatest Insurance Enterprise Exem- 
plified by Year’s Achievements 


HOLDERS OF NEARLY 24,000,000 POLICIES OWN VAST BUSINESS 


Insurance in Force Increased More Than One Billion Dollars During Year—Assets 
Approach Billion Mark—Transactions of a Year Summarized 


The achievements of American life insurance 
companies during the past thirty years or more 
should demonstrate clearly to anyone who en- 
tertains any doubt as to the true democracy of 
this country that individual property rights in 
America are more widely distributed than in 
any other country in the world. Annual con- 
tributions are made by nearly one-half of the 
country’s population, including every man, 
woman and child to life insurance companies 
who in turn invest a goodly portion of this in- 
come in the development of agriculture, trans- 
portation and individual homes. With this 
record, affecting as it does practically every 
family, it is no wonder that the disease of 
Bolshevism can find small success among the 
majority of our populace. 

The Metropolitan Life Insurance Company 
of New York has just concluded a year of re- 
markable achievement. The first year of Haley 
Fiske’s administration as president was charac- 
terized by the greatest record ever made in the 
history of life insurance by any company. 
Owned and controlled by the holders of nearly 
24,000,000 policies the Metropolitan assumes a 
place in our life that may truthfully be desig- 
nated an American institution. With an army 
of many thousands of agents calling daily on 
wage earners and their families in the con- 
gested districts particularly, where there are 
large numbers of immigrants unfamiliar with 
the traditions and principles upon. which Amer- 
ica has thrived and developed, the company has 
proved a most influential force in educating 
prospective citizens in the true spirit of our 
Government and our socia! order. 

Last year, according to the annual statement 
of the Metropolitan Life as of December 31, 
1920, this company issued and revived a total 
of 4,090,344 policies for $1,530,985,204 of in- 
surance, which, with $120,964,857 increases in 
insurance on existing policies, produces and 
aggregate of $1,651,950,151 issued, revived and 
increased during the year, of which $1,062,- 
380,920 was represented by ordinary policies, 
including group insurance, and $580,569,231 by 
industrial policies. This is the largest amount 
of business ever written in one year by any 
company in the history of life insurance. With 
the gains made by this tremendous volume the 
Metropolitan had outstanding at the end of the 
year 23,899,997 policies for $6,380,012,514 of 
insurance, the oustanding contract obligations 
being larger than the sum reported at the first 
of the year 1920 by more than one billion dol- 
lars, indicating a low lapse ratio, as the gain 
in insurance in force amounted to nearly 


seventy per cent of the total new issues and 
increases. 





As an example of the tremendous savings of 
wage earners during the past year, the premium 
income of the Metropolitan serves well, as the 
great majority of its policyholders are wage 
earners and members of their families. Total 
payments for premiums last year amounted to 
$217,765,323, of which $106,918,910 was paid for 
industrial insurance. These figures are espe- 
cially significant when it is considered that the 
early months of 1920 were characterized by a 
period of recklessness in expenditures for 
luxuries and extravagances such as was never 
before known. 

Despite the many uncertainties of the year, 
the Metropolitan, through the exercise of care 
in the selection of investments on the part of 
the management, made unusual gains in assets 
and interest income and a substantial gain in 
surplus. Total admitted assets increased dur- 
ing the year by more than $116,000,000, bring- 
ing the total up to the gigantic sum of $980,- 
913,087, and if the rate of increase shown last 
year prevails during the first quarter of the 
present year, it is plain that the assets will pass 
the billion dollar mark. Income from all 
sources as reported to the Insurance Depart- 
ments increased by $8,790,837, but it must be 
remembered that in 1919 the company reported 
in income $28,000,000 borrowed for the pur- 
chase of Liberty bonds, so the real increase in 
total income in 1920 was $36,790,837. The 
total income for the year was $263,519,780, of 
which $43,363,644 was derived from interest 
and rents, an increase in income from this item 
during the year of more than $4,000,000. 

Policyholders and beneficiaries under the 
contracts of the Metropolitan Life received in 
death claims, annuities, endowments, dividends 
and other benefits a total of $81,257,394 or 
$7,675,634 more than was paid in 1919. Death 
claims alone amounted to $48,272,377, a sum 
smaller by more than $200,000 than was paid 
for the same account in 1919, indicating a gen- 
erally lower rate of mortality throughout the 
country on account of improved hygiene and 
sanitation brought about by better living con- 
ditions especially among the industrial policy- 
holders. Living policyholders received sub- 
stantially larger benefits by dividends, sur- 
renders and maturing endowments. 

After paying all claims and expenses the 
company laid by $109,850,656 out of its income. 

The more important items in the annual 
statement of the Metropolitan Life as of De- 
cember 31, 1920, will be found in the table given 
below, together with the increases in each item 
during the year 


AND REcorD IN 1920 
$980,913,087 


FINANCIAL STANDING 


Admitted assets 











ee ee ee 116,091,262 
CSERVES OF PONCIES 2.26 cc ccccvaccece 916,378,158 
SIMNCHRE TE QOS so oi6 coca cow cccwoes 104,822,108 
SUSPMR SUNGE cc ace cnccdagcussuvears 33,447,853 
MEFERSS 29 FORE seed scccdageccececs 4,362,516 
INSURANCE ACCOUNT 
New business issued, revived and in- 
creased 
Ordinary ..... 750,739 policies for $847,842,348 
Industrial . 3,347,982 policies for 589,560,231 
a eee 623 policies for 214,547,572 
Fatah snc oc. 4,099,344 policies for $1,651,950,151 
Incresise over 1920.6. <6 coc ccccovecees 233,268,659 
_ Insurance in Force Policies Amount 
Jc eee 3,017,410  $3,220,333,783 
Industrial Panda maw Ue ee 20,881,408 2,879,664,118 
GOIN as ars ccetadnenuwe 1,179 280,014,613 
CS) ee eee 23,899,997 $6,380,012,514 
Increase in Ins. in Force: Policies Amount 
ONES cncsdeenctess 519,946 $591,238,012 
Industrial ‘thuaceeeoeeee 1,608,805 301,370,431 
CHOU ci dedeccienuscsode 585 143,751,637 
WOME: ocducneeaaae 2,129,326 $1,036,360,080 
RECEIPTS AND DisBURSEMENTS 
Premiums received: 
CNUGEES oe cvawediectvecqucatge cans $110,846,413 
DUMMIM So scccaceteccnevecaanees 106,918,910 
WOM os bce wadoeartiaiene ean $217,765,323 


35,275,391 


Interest and rents $43,363,644 


CIMUM SGING, ao acetdc sinc caddceardes 2,390,813 
ROAD SOOM is ce cacddqeawnsmnds $263,519,780 
NMCHOGE Mk GOAN oc dc wcccc duccuwauced 8,790,837 


Payments to policyholders: 
Death claims 
Endowments 


Annuities, disability benefits, etc.... 1,396,099 
Surrender wales: <<. 6ccccaneccecce 8,804,105 
PRUNE Soo wine ccic/dne seo aouelonas 5,790,634 
Total payments to policyholders... $81,257,394 
GRA I. BORE o 5 ou ccncwaatoandada 7,675,634 


Income saved 


It appears from the foregoing that the 
Metropolitan made larger increases in assets 
and in actual income than any insurance com- 
pany in the world and its insurance in force 
and assets are greater than those of any other 
company. Its gain in insurance in force in 
1920 is greater than the amount written by any 
other company. 

By reducing these gigantic transactions to 
units of a day’s business, counting eight hours 
to the day, and three hundred working days 
to the year, it appears that the Metropolitan 
paid 1042 claims each day in 1920. The com- 
pany issued and revived each day 13,664 
policies for $5,506,500 insurance (including in- 
creases), while payments to policyholders and 
additions to reserves averaged $620,265 daily. 
Average daily additions to admitted assets 
amounted to $386,971. Analyzing these figures 
still further it appears that one claim was paid 
every twenty-eight seconds while $564 was paid 
every minute during the year to policyholders 
and beneficiaries under the company’s con- 
tracts. This record exemplifies the immediate 
relief that life insurance affords in distressing 
circumstances, to those who take advantage of 
its benefits. 

During the past decade the Metropolitan has 
nearly tripled its income and has increased its 
insurance in force in the same period by more 
than $4,000,000,000. Below is a_ tabulation 
showing the company’s growth during the past 
thirty years, and the figures therein indicate 
the benefits that will accrue to future genera- 
tions: 
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“SOMETHING DIFFERENT” = 
This Policy is Getting the Business. Over $9,000,000 Written in Ten Months. pn 








1921 7 
WHAT ARE YOUR PLANS? | 


GENERAL AGENTS SEEKING NEW CONNECTIONS FOR 1921 SHOULD WRITE US 4 
WE HAVE FINE TERRITORY OPEN 


RESERVE LOAN LIFE INSURANCE CO. ee 
INDIANAPOLIS, INDIANA vi 
Insurance In Force, Over $50,000,000.00 
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Tuirty Years’ GrowTH 


1890 1900 
AieaIe 6 croicciiars wae $9,863,619 $33,808,257 
PEE eee 68 eccance 10,781,173 62,158,034 
RINE eo waclecusiacsias 2,117,029 8,744,028 
Policies in force..... 2,099,877 5,494,067 
Insurance in force.... 286,037,926 923,877,917 

1910 1920 
BUCGMNE Sci sa cceee oes $90,779,839 $263,519,780 
bn ATO er eae 313,915,172 980,913,087 
SUMING, co waars «acerad e's 30,668,922 33,447,853 
Policies in force ..... 11,288,054 23,899,997 


2,215,851,388 6,380,012,514 


Insurance in force.... 


An extensive health and welfare service is 
maintained by the Metropolitan both for its 
policyholders and employees. Included in this 
is a visiting nurse service which has proved of 
great benefit to the community, especially dur- 
ing times of epidemic. Policyholders are avail- 
ing themselves of this service more and more. 
A tuberculosis and recuperative sanatorium is 
maintained at Mt. McGregor, overlooking Lake 
George, for the benefit of employees, many of 
whom have been restored to good health by the 
treatment and conditions there. 


Provident Life and Trust Agency Contest 

Four agencies of the Provident Life and 
Trust Company, Philadelphia, Paul Loder, 
superintendent; New York, Graham C. Wells, 
general agent; New Jersey, Louis F. Paret, 
general agent, and Brooklyn, John S, Tun- 
more, general agent, are engaging in a nine 
weeks’ contest ending April 16 to determine 
which is the best “all around agency.” The 
rules for the contest have been drawn up 
by E. W. Marshall, assistant actuary, on a 
basis of new business settled for, less “pre- 
ventable cancellations” such as lapses, sur- 
renders and reductions (minus, of course, re- 
vivals and increases). 

The four agencies in the contest are very 
much interested in the conservation feature 
which enters into it and the rivalry is very 
great. The agency whose net gain is the 
largest percentage of the quota, which has 
been assigned to it by Mr. Marshall, will be 
the winner. The contest is under the manage- 
ment of Franklin C. Horse, assistant manager 
of agencies. 





F. M. Wheaton Heads Baltimore Under- 
writers 


The annual meeting and election of the Balti- 
more Association of Life Underwriters was 
held here last week. The following were 
elected: President, Frank M. Wheaton; vice- 
president, Edwin W.  Bartol; secretary, 
Thomas M. Green; treasurer, M. Nelson Bond; 
directors, A. G. Goodrich, Charles R. Posey, 
George Bashon, Paul Clark, Felix Rothschild, 
Leonard G. Spalding. 

Those who attended the meeting approved 
of a constructive program which includes the 
recognition of the Baltimore Underwriter as 
the official organ. 


Charles A. Bennett has left the Columbian 


National Life Insurance Company after a serv- 
ice of ten years as manager of its accident de- 
partment. 
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Mid-Continent Life, Oklahoma City 

Excellent gains in 1920 are indicated by the 
statement of the Mid-Continent Life Insurance 
Company of Oklahoma City, Okla., as of De- 
cember 31, 1920. The company’s admitted 
assets advanced nearly $200,000, now amount- 
ing to $716,994, while after increasing its policy 
reserve by over $157,000, the surplus was in- 
creased by $8000, and now stands at $177,661, 
including $100,584 of capital. The legal policy 
reserve is now $473,666. First mortgages on 
real estate constitute the largest item of assets, 
amounting to $302,241, while cash in office, 
banks and trust companies amounts to $240,- 
297. Smaller items embrace bonds owned, 
real estate, loans on policies, etc. The prin- 
cipal officers of this enterprising company are: 
President, R. T. Stuart; vice-president, Edwin 
Starkey ; secretary, R. W. Reese; treasurer, O. 
E. Stuart; medical director, Dr. M. Smith; 
actuary, T. J. McComb. 


Named Northwestern Mutual Life Loan 
Agent 

Announcement was made in Milwaukee last 
week of the appointment ef G. W. Deniston as 
loan agent for Wisconsin, for the Northwestern 
Mutual Life Insurance Company. The district 
over which Mr. Deniston will have supervision 
comprises about three-fourths of the State, 
taking in all the territory except the southern 
counties, which are handled directly through 
the home office at Milwaukee. 

The position is an important one as the 
Northwestern makes very heavy investments 
in real estate mortgages. At the present time 
it has about $250,000,000 in real estate loans. 
Much of this is loaned on farm property, which 
has always been a favorite investment with the 
Northwestern. The loans made in Wisconsin 
annually reach a total of several million dol- 
lars. 

The plan of organization that will be fol- 
lowed by Mr. Deniston is to have local repre- 
sentatives in the various counties. These local 
agents will receive applications for loans, which 
will pass through the district office and will 
then be submitted to the company. 


Life Underwriters Association 
Dissolved 

The Kansas Association of Life Under- 
writers has been dissolved. With the largest 
attendance and the greatest interest that has 
ever been shown in a sales congress in Kansas 
the association decided to dissolve and let the 
organization work of the association be 
handled through the local associations. This 
action took up a great part of the time of the 
sales congress and annual meeting of the asso- 


ciation and produced some clashes. 


Kansas 


Few Insurance Bills Up in Arkansas 
With the sixty-day session of the Arkansas 
General Assembly more than half gone, no 
legislation of any character affecting insurance 
business has been passed by either House. 
There are no bills pending that will seriously 
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affect the business, although several of a minor 
character have been introduced. The principal 
measure originates with the Insurance Com- 
missioner and only corrects some glaring de- 
fects in the present law which are recognized 
by the insurance men themselves and not ob- 
jected to. 

There have been some proposed laws for a 
stricter regulation of mutuals and negro fra- 
ternals. A bill has been introduced in the 
House regulating the licensing of non-resident 
life insurance agents. Senator Wilson of 
Calhoun and others have introduced a bill to 
abolish the rating system and return jurisdic- 
tion over rate making to the people. 


Texas Would Increase Duties of Insurance 
Commissioner 

A bill introduced in the House of the Texas 
Legislature last week seeks to place more work 
on the Commissioner of Insurance and Bank- 
ing without increasing his salary. The bill 
provides for the formation of corporations to 
act as trustee, broker or agent under any lawful 
trust committed to them by contract for any 
lawful purpose provided that such corporation 
shall not exercise banking privilege or be au- 
thorized to do any act violating any of the 
anti-trust laws of the State of Texas. The 
method of the formation of such corporations 
is provided for in the bill, also the placing of 
same under the supervision of the Commis- 
sioner of Insurance and Banking. 


Better Be Safe Than Sorry 

With money a little tight, men need life in- 
surance much more than when everyone was 
spending so liberally. Think of the position it 
places a business or family in if the man is 
taken at this time and sufficient funds are not 
available to make good immediately any ob- 
ligations he may have out at this time. It may 
require a big sacrifice of stock or goods in or- 
der to make the quick turn necessary to secure 
ready cash. It is much better to be safe than 
sorry.—Montana Life Bulletin. 


Fresno Life Underwriters Branch Estab- 
lished 
The Fresno, Cal., branch of the Northern 
California Life Underwriters Association ef- 
fected its permanent organization at a meeting 
held on February 4. The officers elected were: 
Chas. H. Ross of the Travelers, president; 
Geo. T. Balch of the Mutual Life, vice-presi- 
dent; Hugo Sigmund of the State Life of In- 
diana, secretary-treasurer. 


New York Life Underwriters Luncheon 

The New York Life Underwriters Associa- 
tion will meet on Tuesday, March 1, for 
luncheon at the Lawyers Club. At that time 
a final decision on the matter of a paid secre- 
tary will be made and plans made for the 
coming sales congress later in the month. 
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Reliance Life Insurance 
has $200,000,000.00 L 


This was accomplished by the Agency Force without the aid of i§rchas 


SEVENTEEN YEARS, FOUMO! 


from the date of issue firs 








This is a record never before equaled by any other life ins§e com 


DO YOU KNOIWE 











HOM@#FIC] 
FARMERS BANK BUILDINGJ#TSB 












BIRMINGHAM, ALABAMA SAN FRANCISCO, CAL. 
629 First National Bank Bldg. Fourth Floor, Flatiron Bldg. 
ATLANTA, GEORGIA MINNEAPOLIS, MINN. CHICA INOIS 
613 Atlanta Trust Co. Bldg. 420 First National Soo Line Bldg. 505 Harti Building 
DENVER, COLORADO OMAHA, NEBRASKA 


745 Gas & Electric Bldg. 724 Brandeis Theatre Bldg. 
PORTLAND, OREGON CLEVELAND, OHIO OKLAHOMAMOKLAHC 
208 Morgan Building 808 Swetland Building 306 WE Bldg, 
BALTIMORE, MD. CHARLOTTE, N. C. DALERAA 
931 Munsey Bldg. 1115 Realty Bldg. 813 Pram Bldg, 
TAMPA, FLORIDA SAN ANTONIO, TEXAS LOS ANGHBLIFORN: 
407 American Nat’! Bank Bldg. 514 Gunter Building 610 CP Bldg. 
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areas : 
company of Pittsburgh 


LE INSURANCE IN FORCE 


of #rchase of or consolidation with any other insurance company in 


UMONTHS AND TEN DAYS 


uefie first policy contract 
























ine company. There is a reason for this wonderful growth 


QWHAT IT IS? 








MFICE:. 
GiTSBURGH, PENNSYLVANIA 











\GEFFICES: 





PHILADELPHIA, PA. JACKSONVILLE, FLORIDA 
601 Finance Building. 416 Atlantic National Bank Bldg. 
CA INOIS DETROIT, MICHIGAN INDIANAPOLIS, INDIANA 
Jari Building : 503 Majestic Building 402 Fidelity Trust Co. Bldg. 
LOUISVILLE, KY. KANSAS CITY, MO. 


822 Taylor Building 517 Rialto Building 


MA OKLAHOMA ST. LOUIS, MO. MEMPHIS, TENN. 
3064 Bldg, 1103 Federal Reserve Bank Bldg. 1601 Central Bank & Trust Bldg. 


DAUEEAAS RICHMOND, VA. HUNTINGTON, W. VA. 
3 Pra Bldg. 511 Mutual Building 302 Day and Night Bank Bldg. 


NGHBLIFORNIA NORFOLK, VIRGINIA HOUSTON, TEXAS 
0 CP Bldg, 36 Virginia National Bank Bldg. 325 Commercial Bank Bldg. 
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A Service to the Agent 





That's why the Missouri State Life man say 5, 
‘‘BUSINESS IS GOOD WITH ME!”’ 





$110,000,000.00 New Business in 1920 representing a gain of 72% over 1919 is one evi- 
dence that we are effectively co-operating with the Agent. 


Our Expansion Program is calling for leaders well equipped to handle large agencies. 
Investigate our Sales Service! 


MISSOURI STATE LIFE INSURANCE CO. 


M. E. SINGLETON, President 


HOME OFFICE: SAINT LOUIS 
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HAS COOK’S PERFORMANCE EVER 
BEEN EQUALED? 


Writes 590 Applications for $752,000 
Insurance First Eleven Months in 
the Business 


D. E. Cook, better known in his home State 
s “Dave” Cook, of Andalusia, Ala., in Febru- 
ary of last year contracted with W. B. Folmar 
Sons, the well-known general agents at Troy, 
Ala., of the Franklin Life Insurance Company, 
of Springfield, Ill., to solicit life insurance. 
Although this was Mr. Cook’s first experience 
in life underwriting, he nevertheless had to his 
credit at the close of the year, 590 written ap- 
plications for a total of $752,000 insurance and 
of this amount $652,000, on which the premiums 
amounted to approximately $19,000, was issued 
and paid for. This record is all the more re- 
markable when it is noted that owing to the 
slump in the price of cotton, Mr. Cook wrote 
only eight applications for a total of $9000 in- 
surance during the months of November and 
December. 

During his first nine months, therefore, with 
no previous knowledge of the business and 
with not a single prospect to start with, Mr. 
Cook secured 582 applications for life insur- 
ance. This is fifteen applications for each 
week, or two and one-half applications for 
each working day of the nine months. Can 
anyone point to a record equal to this? 

Believing that it would be of interest and 
value to life insurance men generally to know 
something of Mr. Cook’s methods, one of THE 
SpPEcTATOR’s staff wrote Mr. Cook requesting 
that he oufline in a letter his general plan of 
work, This Mr. Cook has very kindly done, 
and his interesting letter follows: 


Dear Sir—In answer to yours of February 5, 
would say that one of the best methods that 
I employ’'in soliciting insurance is to work 
hard and see a lot of prospects in one day; and 
another is that I don’t stop when a man tells 
me “no;” another is I try to convince him of 
the importance of having protection for his 
family and show him where he can pay $20 or 
$30 a year better than his family can do with- 
out the thousand; at the same time I show him 
where it is a good thing for him while he lives, 
as a savings account, as he can get the most of 
his money back if he wants it. I always get 
right down to business with him. If I can’t 
strike his heart one way I try another. I say 
about everything there is in the catalogue and 
when I’ve finished I don’t know what it was I 
said that did the work. A lot of the people 
want to talk to prospects about their business, 
hut I always talk to them about their wives and 
children. This gets next to them quicker than 
any other subject I’ve tried. If I can’t write 
a prospect I hunt another in the next few 
minutes. I work. I never become discour- 
aged if I can’t write a prospect, for I know 
there’s one somewhere waiting for me if I can 
find him. Life insurance is one thing you have 
to sell. The prospect is not going to hunt you 
up: you have to hunt him. If this bundle of 
ignorant remarks is worth anything to you, 
you are welcome to them. 

Thanking you for your interest, I beg to 
remain, 

Yours truly, 
D. E. Coox. 

Andalusia, Ala., Feb. 8, 192r. 


Although Mr. Cook may not realize it, this 
letter nevertheless embodies the very essence 
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Extracts from the Statements of Life Companies for 1920 


The following figures from the statements of life insurance compafii@s, covering the year 1920, have 
been mostly compiled from returns made direct to THE SPEcTATOR, in addition to those previously published: 


Total 

NaME oF COMPANY Income 
Amrican Home, Topeka............. $235,039 
American National, Galveston ......... 5,860,477 


Cedar Rapids, Cedar Rapids 
Equitable, Des Moines 
Grange, Lansing 
in Hancock, Boston ..........++++. 
Louisiana State, Shreveport... 

Loyal American, Chicago ............. 


eee eee eee ee 





North Am. Life and Cas., Minneapolis. 42,659 
Northern: States, Inds cic csccvescsces 454,338 
Cid Essie, Caney cn diciniicncienwcwnes's 562,355 
Policyholders, SG HP aincsdccennees 87,436 
Prairie, aac it eR 170,308 
Provident Life and Acc., naan. 1,804,140 
Reinsurance of Amer., Des Moines.... —...... 
Reliance, Pittsburg <.ecc<ccccccesce 7,276,286 
St. Joseph, SO [GGCD ys Mais ccc eke cic 440,041 
St. Louis Mutual, St. Louis.......... 398,514 
Sun of Canada, Montreal ............. 28,751,578 
Union Life and Accident, Lincoln..... 401,470 
Wisconsin National, Oshk eS Che eg 617,102 


* Includes capital.” 


Paid-for * Surplus 
Insurance Insurance Admitted to Policy- 
Written Gained Assets holders 
$578,500 — $231,117 $640,943 $24,969 
69,691,510 44,015,595 9,305,365 1,228,001 
3,036,038 2,411,666 1,214,860 161,071 
62,399,248 47,985,004 33,676,094 1,694,289 
5,437,515 3,576,229 918,109 410,744 
263,672,672 176,860,808 211,631,483 10,113,291 
3,440,000 2,348,449 711,858 271,959 
EGG S0G 8 esewves 638,865 = —§ .eeoce 
il) ieee 212,296 138,138 
2,853,391 1,624,213 921,389 226,163 
8,019,500  ...... 665,841 226,914 
428,000 221,000 8,759 4,298 

] ,184,250 wales 445,722 137,427 
6,586,027 4,670,122 883,938 273,131 
rrr ee 7,686,067 980,693 859,581 
72,150,558 59,193,025 4,082,548 1,316,716 
neater 3,267,930 925,915 251,111 
1,359,040 926,527 1,623,470 78,590 
106,891,266 69,728,081 114,839,444 8,364,667 
5,278,310 4 "794.246 453,024 175,912 
5,414,990 3,735,196 1,901,518 542,717 








and the first and last principles of life insur- 
ance salesmanship. Work, work, work, with 
no clack, no lost motion, no waste of time, 
no superfluous words, is what placed Mr. Cook 
at the head of his company’s honor roll for 
1920 in paid-for business, in number of applica- 
tions and in amount of premiums; and in the 
latter we believe he has established a new 
record. 





Berkshire Life’s Best Year 


Good progress was made in 1920 by the Berk- 
shire Life Insurance Company of Pittsfield, 
Mass., in every department of its business, as is 
disclosed by its sixty-ninth annual report. On 
May 1 next the company will have completed 
seventy years of corporate existence, and has 
established an enviable reputation for reliability 
and conservative progress. The Berkshire Life 
now reports admitted assets of $28,635,351, an 
increase of nearly $1,500,000, and its surplus, 
including dividends payable during the first six 
months of 1921 and those apportioned on ac- 
count of deferred dividends payable after June, 
1921, as well as unassigned funds, amounts to 
$1,536,052. Its insurance reserve now stands at 
$26,578,210. The company’s new business in 
1920 was larger than the amount written in 
any previous year, having amounted to $21,- 
178,920. Applications were received for about 
$2,000,000 more -than the amount of paid-for 
business. The total outstanding insurance at 
the end of 1920 was $122,898,422—a gain of 
about $15,000,000 over the amount in force at 
the end of 1919. The premium receipts last 
year amounted to $4,054,959, and exceeded 
those of the preceding year by nearly $500,000. 
Death claims, however, only advanced about 
$43,000 over those of 1919, having amounted 
to $1,442,17. Dividends to policyholders in- 
creased about $73,000 over those of 1919, 
having aggregated $600,566. The Berkshire 
Life has its funds well and safely invested in 
securities which yield very good interest re- 
turns. President William D. Wyman, in ex- 
pressing his hope that the results for the year 
1921 will exceed those of any previous year, 
making it a fitting culmination to the com- 
pany’s seventy years of usefulness, takes an 
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optimistic view, and says: “Life insurance is 
now firmly implanted in the confidence of the 
people, its peculiar value is appreciated and re- 
gardless of whatever business conditions may 
exist, there will be an ever-increasing demand 
for its benefits.” 

The Berkshire Life has well proved itself to 
be an institution which produces fine results 
for its members, and it merits the high reputa- 
tion which it enjoys throughout the country. 


Premiums and Dividends 
Below will be found the premium rates and 
the dividends for a series of the Reliance Life 
of Pittsburgh on ordinary life, 20-payment 
life and 20-year endowment policies issued at 
six different ages: 


Orpinary LiFe 


Year Policy —————Age at Issue 





Was Issued 25 30 35 40 45 50 

Premium... 20.63 23.42 27.05 31.83 38.30 47.15 
BORG. 60 <5 2.64 3.04 8.55 4.19 5.02 
a ee 2.54 2.92 3.40 4.01 4.81 
ae 2.45 2.81 3.26 3.84 4.60 
IGIG: 60:5. 2.36 2.70 3.12 3.67 4.89 
oe 2.27 2.59 2.99 3.50 4.19 
ee 2.19 2.49 2.86 3.34 3.99 
i eee 2.11 2.39 2.7 3.19 3.79 
ROBO s 60: 1.91 2.15 2.46 2.86 3.40 

20-PayMENT LIFE 
25 30 35 40 45 

Premium 29.74 32.63 86.21 40.70 46.54 
pi) eee 3.70 4.10 4.59 5.18 5.94 
pti, Se 3.49 3.87 4.33 4.89 5.63 
ct) 3.33 3.65 4.08 4.62 5.32 
lo) ee 3.11 3.43 3.85 4.35 5.01 
pt eee 2.92 3.23 3.62 4.09 4.72 
ee 2.75 3.03 3.39 3.83 4.44 
FONG deco: 2.58 2.84 3.18 3.59 4.16 
i ae 2.28 2.51 2.80 3.17 3.67 





20-YEAR ENDOWMENT 


Year Policy .——-—————Age at Issue———————_, 


Was Issued 25 30 35 4 45 50 

Premium... 49.18 49.86 51.12 52.96 55.99 61.04 
i) ee 6.71 6.82 6.96 7.18 7.23 8.05 
oi) eee 6.28 6.38 6.53 6.75 7.10 7.62 
i | 5.87 5.97 6.11 6.34 6.68 7.20 
i 5,47 5.58 5.71 5.94 6.28 6.80 
oo 5.09 5.20 5.33 5.55 5.89 6.40 
i: 4.73 4.83 4.96 5.18 5.51 6.02 
WIG. ces 4.37 4.48 4.62 4.82 5.15 5.65 
1920 3.59 3.70 3.85 4.07 4.39 4.88 


—lIowa Life Underwriters have offered a prize of 
$50 for the best decorated store window illustrating 
the advantages of life insurance as a feature of the 
Sales Congress at the Hotel Fort Des Moines. The 
man who trims the window will get the prize, and 
many Des Moines stores have fitted out windows of 
great attractiveness. W. E. Smock of the Bankers 
Life has been in charge of this feature. 
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AMERICAN NATIONAL INSURANCE CO. 


GALVESTON, TEXAS 


W. L. MOODY, JR., President 


SIXTEENTH ANNUAL STATEMENT—DECEMBER 31, 1920 


ASSETS 
Real Estate Owned........... $865,500.00 
Mortgage Loans, First Liens... 3,794,020.40 
Collateral Loans.............. 1,000.00 


Loans Made to Policy Holders 
(on this company’s policies).. 833,036.67 





ee ee aia sa shy dh 2,308,800. 52 
a 1,061,568 . 06 
Certificates of Deposit........ 46,430.00 
Interest Due and Accrued...... 201,563.71 
Net Deferred and Uncollected 
EE eer 189,248.61 
AD ther Aabets..........5.. 4,196.87 
BN leg ae moiewien een $9,305,364 . 84 


LIABILITIES 
Net Reserve, American Experi- 
ence 3 and 3% Per Cent..... $7 396,045.84 
Special and Contingent Reserve 259,645.61 
Reserve for Death Losses in 


Process of Adjustment...... 90,378 . 28 
All Other Liabilities.......... 117,915.57 
Capital Stock.... $500,000.00 
Assigned Funds... 213,379.00 
a rer 728,000 . 54 
Surplus to Policy Holders..... 1,441,379. 54 





$9,305,364 . 84 


Operates in Eighteen States and the Republic of Cuba 


LIFE INSURANCE IN 
FORCE 
$145,648,442.00 


Ordinary and_ Industrial 
Life Insurance to Meet the 
Requirements of Every In= 
surable Person. 





Paid Policy Holders or 
Their Beneficiaries Since 
Organization. 


$9, 106,964.47 
ASSETS 
$9,305,364.84 


HOME OFFICE BUILDING 


For Further Information Communicate with C. S. Hutchings, Agency Manager, Ordinary 


Department. W. J. Shaw, Secretary and Manager, Industrial Department. 
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February 24, 1921 


PLANNING AN AUDIENCE 





Service is the Key to Entrance in Most 
Offices 





INFLUENCE OF SUBORDINATES 





Courage of the Second Nature Sort Will 
Always Win Respect—It Can Be 
Acquired 





Following is a further instalment of 
the work entitled “The Selling Process,” 
written and published by Norval A. 
Hawkins, giving a valuable insight into 
the mechanics and psychology of sales- 
manship. 











When planning to secure audiences the skill- 
ful salesman will anticipate being turned down 
outside the inner door. He will think, “How 
can I come back at this refusal to see me, or 
at that excuse?” If he plans just to use some 
ruse to get in, he probably will be balked and 
will cause definite antagonism. Such plans are 
wholly selfish, and are made from the stand- 
point of the salesman. The shrewd buyer is 
familiar with most ruses and outwits them. 
But he finds the offer of real service to him 





Seventy Successful Years 


The year 1921 marks the seven- 
tieth anniversary of our incorpo- 
ration. Ever since 1851 this Com- 
pany has been furnishing unex- 
celled life insurance protection at 
a low net cost. The $728,000,000 
now in force shows that the public 
appreciates the perfect service and 
square dealing it has always re- 
ceived from the Massachusetts 
Mutual. 


Joseph C. Behan, Supt. of Agencies 


Massachusetts Mutual Life 
Insurance Company 
Springfield, 

Incorporated 1851. 


Massachusetts 
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difficult to reject. It must be genuine, of 
course. He will smell the fake. 

The buyer who sends out word that he 
“doesn’t need anything to-day,” is sincere in 
believing that his wants are supplied. The 
salesman has no business to make a call there, 
however, unless he believes that he can serve 
that particular buyer in some certain need. 
The buyer may not realize his own need, but 
to the salesman it must be a very real need. 
In planning to secure audiences after being re- 
buffed by the message that the buyer doesn’t 
need anything, the salesman must devise ways 
of suggesting the actual service he has come 
to perform. He must have some message at 
his tongue’s end in readiness to send back to 
the buyer who turns him down through a sub- 
ordinate. Of course he should have a variety 
of come-backs, all at command, and all defi- 
nitely planned in advance for emergencies. 


Bre PREPARED TO SERVE THE BUYER 


A very successful salesman made a practice 
of keeping in closest touch with the market 
conditions in his trade. When a buyer sent out 
word that the salesman would not be received, 
this salesman immediately sent in word some- 
thing like this, on a card, “I have not come to 
sell you any goods to-day, but to give you some 
information about trade conditions in which 
you are especially interested.” 

Nearly always this would get the salesman 
inside the sanctum. Then he would not sit 
down unless invited to do so, but would at once 
give the valuable information he had. He 
scrupulously refrained from any suggestion of 
a purpose to sell at that time. But, having 
placed the buyer under obligation to him with 
the information service, the salesman requested 
an appointment at a later time to consider his 
proposition. It seldom happened that he was 
refused. Indeed, the buyer usually would pro- 
pose that they talk right then and there. 

It is evident that the salesman who comes 
prepared for difficulties will be much more 
likely to overcome them. The time when 
actual selling can be done most effectively is 
limited. When an interview is refused, the 
salesman loses time he might have used for 
actual selling. It is important to conserve that 
time. No salesman is efficient who is turned 
down often before he sees the buyer. Such ad- 
vance failures can be guarded against so well 
that they will become infrequent instead of 
common. 

Also there is no need for being thwarted by 





subordinates. No matter how effective may be 
the fence of clerks and assistants in keeping 
ordinary salesmen from the big man in the 
sanctum, the skilled salesman will not be barred 
out. 


Stupy SUBORDINATES 


Subordinates, private secretaries especially, 
should be studied by the salesman who ex- 
pects to call on many big buyers. He should 
plan how to deal with them. He needs to have 
worked out definite policies for handling clerks 
and office assistants. Too many salesmen 
ignore the importance of the subordinate. He 
is put into his position as an aid to the buyer. 
He is given a place of more or less trust, and 
realizes his responsibility. When he is treated 
as if he were beneath the notice of the sales- 
man, he resents the attitude of the caller, and 











A GENERAL AGENCY 
contract with a good life 
insurance company is a 
valuable franchise, more 
valuable now than ever 
before. 


THE FRANKLIN LIFE 
is a GOOD life insurance 
company and has a few 
of these valuable fran-= 
chises to bestow upon 
worthy men. 


Address 


HOME OFFICE 
Springfield, III. 






























CONTINENTAL LIFE 
ASSETS $3,916,856 ¢ 


INSURANCE COMPANY 
INSURANCE IN FORCE $31,573,988 


Our Policy Forms Contain the Following Provisions: 

Double Indemnity for accidental death, Total and permanent disability benefits, Par- 
tial disability benefits, Surgical operation benefits, Annual dividends, Optional methods of 
settlement, Premium loans, Cash loans, Extended insurance, Paid up insurance, Cash sur- 
render values, Insurance to cover policy Loans, Installments certain-Participating. Install- 
ments continuous-Participating. 

Very Attractive Agency Contracts to Reliable Men. 


John W. Cooper, President. 





Kansas City, Missouri 


























CENTRAL LIFE 


Insurance Company of Illinois, 
Ottawa, Illinois. 


A conservative, well managed, western 
company, with close to thirty-five mil- 
lions of business. Soundly financed; 
operates in Illinois, lowa, Missouri, South 
Dakota, Minnesota, Nebraska and Mich- 
igan. Writes both participating and 
non-participating business; is a good 
dividend payer; has up-to-date policy 
forms, and has no apologies to make. 
“Look us up in the books” and write us 
for an agency proposition if interested. 


H. W. Johnson, S. B. Bradford, 
President Sec’y=Treasurer 


W. F. Weese, 
Vice-President and Agency Director 














Peoples 

- Life 
Insurance 
Company 


Frankfort, Indiana 


$1,413,961.00 on Deposit with the 
Indiana Insurance Department. 


$206,155.00 Surplus Protection to 
Policyholders. 


$16,000,000.00 Imsurance in force. 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IN 
INDIANA, OHIO AND ILLINOIS, 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company. 
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is apt to become impudent or antagonistic in 
some other way. 

The salesman should try to place himself in 
the places of the subordinates he meets, and 
see the situation from their standpoints. He 
should plan to meet every clerk or underling 
with recognition of the authority and responsi- 
bility of that person. Fawning or obsequious- 
ness will make wrong impressions on subordi- 
nates. But courteous friendly lines and the 
bearing of equality will make right impressions. 

The equality recognized is just man and 
man equality—such as the law recognizes. It 
is not a social question, and the salesman need 
not adapt himself to the social status of the 
different subordinates he meets. He simply 
should treat them all with respect, and act as 
if he expected their respect in return as a mat- 
ter of course. The salesman cannot assume a 
false attitude of respect for subordinates. He 
must feel it sincerely. He must have a real 
feeling of friendliness to them and to all man- 
kind, as his equals. 

An artificial smirk on the face of the sales- 
man who is met by a clerk in the outer office 
of a buyer, won’t help to get that salesman 
inside the door of the purchasing agent. But 
a smile of genuine cordiality is almost sure to 
warm reciprocal courtesy. Stenographers are 
pleased when they are shown deference as 
ladies. Clerks like to be treated as gentlemen. 
These subordinates have considerable influence. 
Often they are able to do a salesman a good 
turn if they feel so inclined. As frequently 
they can hurt his chances. It is worth while 
every time to look at an underling with interest, 
instead of staring over his head. If pays to 
let him or her see into your eyes and learn that 
they are sunny eyes. 


CuLTIVATE PRIVATE SECRETARIES 


It is particularly important that the salesman 
be able to deal successfully with private secre- 
taries. They have very real influence for good 
or ill. It is their business to protect their em- 
ployers from intrusions and wastes of time. 
But the salesman who is convinced of his mis- 
sion of real service will not think of himself 
as an intruder and a waster of time. Conscious 
of his right to seek an interview, he will be able 
to bear himself in such a way as to impress on 
the secretary the idea that he has a right to see 
the big man. 

Secretaries are instructed to learn the busi- 
ness of callers. That does not warrant them, 
however, in assuming the right to transact busi- 
ness in their employers’ stead. The secretary 
is careful not to exceed his authority usually. 
When he asks questions of a salesman, the 
salesman should remember why the queries are 
put. They should not be resented. Such as are 
proper, which are asked to protect the big 
man from impositions, should be answered 
frankly and freely. It is a mistake to dodge, 
for that will excite the suspicion of the secre- 
tary. If a question is asked which relates to 
matters the salesman feels he should take up 
only directly with the buyer himself, the sales- 
man should say courteously that he wishes to 
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A FARM MORTGAGE 
BEHIND 


EVERY POLICY 


HE PEORIA LIFE 
t.. SERVICE to its 

policyholders and to its 
agents. Its sound methods 
and good reputation are giv- 
ing it a steady, healthy growth 
all in the Middle West. It in- 
sures men and women on 
equal terms. Policies are up 
to date in every respect, and 
contain liberal and attractive 
features which make them sell. 








It gives to Total Abstainers 
a lower rate on their insurance 
by placing their policies in 
the Total Abstinence Depart- 
ment in which the mortality 
record is kept separate. It is 
a live, up-to-date Company 
which is progressive. 


It is developing new terri- 
tory in the Central West and 
has good positions for good 
men. 


Peoria Life 


Insurance Co. 
PEORIA, ILLINOIS 


EMMET C. MAY 
President 


HENRY LOUCKS 
Superintendent of Agents 


GEORGE B. PATTISON 
Secretary and Actuary 
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BUILD 
YOUR OWN 
BUSINESS 











under our direct 
general agency 
contract. 


Our policies provide for: 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66. Broadway, New York 





ORGANIZED 1850 
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speak with the big man himself on that matter. 

A private secretary deals with many callers 
of big-man size. He will respect any salesman 
who presents himself with evidence that he is 
the caliber of the people the buyer is ac- 
customed to seeing. The truly big salesman is 
not apt to be domineering or self-assertive. He 
has self-respect and shows it unobtrusively. 
He treats the private secretary as his equal for 
the purposes of their contact in the outer office, 
but he avoids any suggestion that he is trying 
to curry favor. He acts merely as if he felt 
entitled to have the buyer himself pass on the 
question of his admission. Few private secre- 
taries will risk refusing an audience to a man 
who seems entirely confident of his right to 
ask it. 


CouraGeE Must BE Seconp NATURE 

The salesman must be prepared with courage 
when he enters the office of a prospect. His 
courage must be second nature, not just 
bolstered up for the occasion. He must feel 
free from any sense of apprehension. This 
prospect is a buyer. He could not exist if he 
did not buy what he needs. Someone will sell 
him the things he requires. If the salesman is 
conscious that he will be able to perform a 
real service for this particular buyer, he will 
be courageous. That consciousness of cour- 
age is to be developed before the interview is 
sought. It is just the consciousness of the 
power that comes from being right. 

Unless the salesman can create the impres- 
sion of courage when he enters an office, he is 
apt to be turned down by an office boy or a 
mere girl. But everybody in the world admires 
the truly brave man. The harshest, most 
cranky buyer will be impressed with courage in 
a salesman, and will treat it with respect. 
Naturally buyers show contempt for salesmen 
who fawn upon them or are over-obsequious. 
But in only the rarest cases is a salesman with 
true courage insulted. Therefore courage 
should be acquired in advance. It should be- 
come natural to the salesman. He should 
make a practice of facing all difficulties of life 
bravely. He should train himself to be cour- 
ageous. 

We meet a fellow pretty often who submits 
to browbeating by anyone that chooses to im- 
pose on him. In a Pullman smoker a sales- 
man lets another salesman domineer over him 
in the discussion of the war or politics. The 
timid salesman says, “Yes, yes,” when he thinks 
“No.” It is not necessary to get into wrangles 
with blowhards, but they are excellent material 
to practice on for the development of courage. 
All of us meet people every day who challenge 
our courage. Accept those challenges. Show 
courage. You have nothing to lose by being 
brave when you talk with another man. That 
does not mean swaggering. Courage does not 
carry a chip on the shoulder. But just realize 
that you have a right to your opinions and 
don’t knuckle to another fellow who differs. 

BuILpING SELF-RESPECT 

A young salesman who had trembled every 
time he called on a strange buyer made him- 
self courageous by making a practice of stating 
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his opinions honestly on every occasion he had 
when he was with people to whom he did not 
need to give any thought afterward. If a man 
said to him in a street car something with 
which he did not agree he said so frankly. 
Within six months that timid salesman had 
learned from experience that there was no one 


he need to be afraid of. He built up self- 
respect and courage; then when he called on 
buyers, he felt no fear. 

It is not necessary to learn from dear ex- 
perience how not to approach a buyer and how 
not to seek for audiences. These mis-steps of 
salesmanship may be avoided from the begin- 
ning by thorough preparation and forethought. 
Before the salesman begins making mistakes 
is the time to begin selling the right way. The 
time spent in preparation will pay dividends 
throughout a salesman’s career. Right prepa- 
ration, before the first word is spoken to a 
buyer, will increase a salesman’s batting aver- 
age at least one-half, and is likely to double 
his percentage of efficiency. 

Therefore get ready before you start if you 
hope to go far. 


American National of Galveston, Tex. 


An excellent financial exhihit is made by the 
American National Insurance Company of 
Galveston, Tex., in its sixteenth annual state- 
ment, dated December 31, 1920. This shows 
that the company then possessed resources 
aggregating $0.305.365, of which $1,441,380 con- 
stituted surplus to policyholders, embracing 
capital stock, $500,000: assigned funds, $213,- 
379, and surplus, $728,001. At the close of 
1920 the company had $145.648,442 of life in- 
surance in force, and had paid policyholders or 
their beneficiaries since its organization the 
sum of $9,106.064. 

The foregoing figures indicate great progress 
made during the past vear by the American 
National. The assets increased nearly $2,000,- 
000, and the surplus increased abovt $250,000, 
while during the vear the amount of insurance 
in force advanced $44.000,000. The company 
not only carries the full reserve on the Amer- 
ican experience three per cent and three and 
one-half per cent tables. amounting to $7.306,- 
045, but also carries a special and contingent 
reserve of $250.645. The American National 
owns real estate valued at $865.<00. holds first 
mortgages on real estate to the amount of 
$3,704.020. owns honds valued at $2,308.800. and 
has cash in aggregating $1,107,908. 
Among its other assets are noted an item of 
loans to policvholders, on their policies, of 
$823,037. 

Tt is apparent, therefore, that the vear 1920 
was the hest in the history of the company, 
and President W. L. Moody. Jr.. and his capa- 
ble associates are to be congratulated upon the 
fine results achieved last year. The company 
writes ordinary and industrial life insurance, 
and is thus able to meet the requirements of 
every insttrable person. Tt now operates in 


hanks 


eighteen States and also in the Republic of 
Cuba. 











The Cherrelyn Horse-Car 


In August, 1920, Tue Spectator printed an 
illustration of the Cherrelyn horse-car, in con- 
nection with an article entitled “Coasting,” an 
analogy being drawn between the horse, which 
pulls the car up the hill and then rides down 
on the car platform, and the man who carries 
reserve life insurance, and particularly endow- 
ment insurance for a period of years, and who 
is subsequently carried by it, or ‘‘coasts” on 
its returns. At the request of 
readers, this article, with the photograph of 
the Cherrelyn horse-car, was afterward pub- 
lished in leaflet form and The Spectator Com- 
pany has since sold many thousand copies to 
companies and general agents for distribution 
through the hands of their agents. 

The Cherrelyn horse-car picture has since 
been printed in other journals, one of which 
makes the following remarks concerning it: 


numerous 


Here is a picture of an instrument of trans- 
portation which has become classic in life in- 
surance salesmanship as an illustration of the 
income policy. Just outside Denver is Cherre- 
lyn, a locality visited by many tourists. The 
car is drawn to the top of a long hill by the 
horse. Then Dobbin takes his stand on the 
rear platform and rides with the rest of the 
passengers down the other side of the slope. 
The picture is used to show a prospect how the 
“Income for Life” policy works. The insured 
pulls the load to the top of life’s long hill at 
sixty or sixty-five. Then his efforts cease and 
the “Income for Life’ carries him and _ his 
loved ones who are still “in the car.” At the 
peak of his earning power and production he 
is lightened of his load. He is the rider to the 
end of the road, with his transportation bought 
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and paid for to the last station on the line; 
and he can glide safely and serenely down the 
sunny slope of old age without effort and 
without care. 





State Life of Iowa Elects Officers 

The following officers have been elected for 
the State Life Insurance Company of Iowa for 
the current year: 

A. C. Tucker, president; W. L. Snyder, vice- 
president; Wm. Koch, vice-president and field 
manager; A. C. Johnston, vice-president and 
general counsel; John Connolly, Jr., vice-presi- 
dent and assistant general counsel ; H. W. Hill, 
secretary; R. F. Lee, assistant secretary; U. G. 
Turner, treasurer; Deborah Costello, assistant 
treasurer; Jos. M. Fouts, agency supervisor; 
C. M. Whicher, M. D., medical director. 


Tribute to Kansas Life Agents 


A tribute to the life insurance agent and his 
part in the service of the life insurance in- 
dustry, was paid by the officers and directors 
of Kansas City companies, and local bankers, 
Monday evening, February 14. The event took 
the form of a complimentary banquet by the 
four local companies to Orville Thorpe, presi- 
dent, and Charles W. Scovel, former president, 
who were in this territory on their tour of the 
country appearing at life insurance sales con- 
eresses. The Kansas City Congress will not 
be held until April; and the opportunity was 
availed of by company officials, for this tribute. 

There were 108 men at the banquet, includ- 
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to get in touch with Life 
Insurance cAgents and 
General Agents for State 
of Illinois by growing, pro- 
gressive Company. 
Liberal contracts with at- 
tractive renewals. 
Providers Life Assurance Co. 


Home Offices 


10 South La Salle Street 
CHICAGO, ILL. 











ing officers and directors of the following local 
companies: Business Mens Assurance Com- 
pany of America, Continental Life Insurance 
Company, Kansas City Life Insurance Com- 
pany, and the Midland Life Insurance Com- 
pany. Daniel Boone, Jr., president of the last 
named, was chairman of the committee that 
worked out details of the event, and acted as 
toastmaster. 


—Don’t let a prospect use the word surrender with 
out making him realize that it has in life insuranc: 
the same significance as it has in war. It’s pulling 
down the flag.—The Radiator. 
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(Established 1860) 
50 Union Square 


For a direct Agency connection address 


T. LOUIS HANSEN, Vice-President 


THE GUARDIAN LIFE HEALTH SERVICE’ 


A genuine service to policyholders—An unusual selling aid. 
The results of health examinations under The Guardian Life 
Insurance Company of America’s Health Service during the 


34% were found to have some moderate physical 
impairment or defect requiring some form of 
hygienic guidance or minor medical atten- 


were found to have some moderate physi- 
cal impairment or defect requiring some 
form of medical supervision or treatment 
in addition to hygienic guidance. 

were found to have some slight physical 
impairment or defect requiring observa- 


were found to have some advanced physical 
impairment or defect requiring systematic 
medical supervision or treatment. goa 
were found to have some serious impairment 
or defect urgently demanding immediate 


Conclusive evidence of the value of this service to the policy- 
The Health Service is part of the Guardian’s compre- 
hensive program of service to the policyholder while living. 
Every person protected bya Guardian contract is entitled to the 
privileges of the Life Extension Institute without cost, includ- 
ing an annual medical examination every year beginning with 


Service to policyholders is the best service to agents. 


THE GUARDIAN LIFE INSURANCE CO. OF AMERICA 
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STOCK VS. MUTUAL 
INSURAN CE* 


Four Principal Classes of Carriers 
Compared 


COST IN MUTUALS UNCERTAIN 


Best Service and Protection Afforded by 
Stock Companies at Fixed Price 


The four principal classes of insurance car- 
rier are: (1) stock companies, (2) mutuals, 
(3) reciprocals or interinsurers, and (4) State 
funds. 

Ever since the enactment of workmen’s com- 
pensation laws, especially those embracing com- 
pulsory insurance provisions, there has been 
an ever-increasing competition between these 
four classes of carriers. 

Fundamentally all insurance transactions. in- 
volve the same operations, and the mediums 
through which these transactions are handled 
vary as to the performance of these functional 
operations. 

In a series of excellent articles, addresses, 
letters and by other means, Edson S. Lott, 
president of one of the large stock casualty 
companies, has recently pointed out some of 
the distinctions between the service rendered 
by the stock insurance carrier as compared 
with the other classes. 


StaTE INSURANCE Funps 


As to State fund insurance, the general de- 
mand for such method of insuring compensa- 
tion risks came from those who contended that 
since insurance is compulsory, such protection 
should be provided by the State and at cost. 
There is just as much logic in this contention 
as in the argument that food, clothing and 
shelter are essential to life, and therefore the 
State should provide them. 

As to the service rendered by State funds, 
especially those monopolistic in character, the 
conditions generally prevail much as in cases 
of all monopoly where incentive to improve, to 
serve, to economize, is lacking. Political in- 
fluences often dominate the management with 
the result that unfair discriminations arise as 
among policyholders of the same class and ad- 
justments of claims may be made on the basis 
of political expediency rather than justice. 
Employees are selected and advanced, by and 
large, on merit governed by “party” service 
rather than particular capability or efficiency. 
Of course, there is always the fixation of 
salaries for all classes of State employees by 
law, making it impossible to reward particularly 
those whose service is notable for efficiency 
and conscientiousness, while the indolent and 
indifferent frequently receive benefits far be- 
yond their genuine earning capacity. 

Claims are often loudly made that State in- 
surance funds can operate at a lower cost than 
any other medium because certain operations 
are “eliminated.” 

This is a false claim, because not a single 
Operation is “eliminated.” True it is that by 
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limiting the scope of their service the State in- 
surance funds do not undertake or assume 
certain operations, notably, acquisition, agency 
or contact service as it might be called. This 
service, however, is in no sense “eliminated” 
because it has to be performed, even under 
compulsory insurance laws; the service is 
merely transferred from the carrier to the 
policyholder who must act as his own agent 
or employ someone at no small expense to per- 
form it for him. Multiplying this necessity by 
every policyholder of a State insurance fund 
or any other class of carrier claiming to “elimi- 
nate agency expense,” and there is no doubt 
but that the economic cost involved in the 
aggregate far exceeds the small acquisition 
service cost rendered by the stock companies, 
each agent serving the needs not of one but of 
many policyholders, the fee in each instance 
being only a moderate amount to pay for the 
man’s time and effort. 


MutTvuaAL INSURANCE 


Along with the State insurance fund is a 
somewhat parallel kind of carrier, operated on 
the co-operative plan. This class embraces 
those insurance carriers having no capital 
stock, but which operate on money raised by 
assessment among a group of policyholders 
representing the same industry, although there 
are some which have endeavored to include all 
kinds of industry in their membership. 
Premiums are charged at a high rate, and no 
agency or contact service is rendered, this be- 
ing assumed by each member for himself. Re- 
bates on premiums are paid in what are fal- 
laciously called “dividends” based on claims of 
economies, which in reality do not exist. 

The mutual carrier only apparently insures 
at a lower cost than the stock company. Actu- 
ally and economically, the mutual increases the 
cost of insurance so far as the entire insuring 
public is concerned. This conclusion is based 
on the following facts: (1) Agency or con- 
tact service instead of being paid for by the 
company at a relatively small rate, is trans- 
ferred to each individual policyholder at a very 
substantial cost. (2) The mutual contract 
makes the policyholder an insurer as well as an 
insurant, and consequently is as apt to be a 
liability as an asset, and seriously to impair the 
credit of the policyholder under conditions 
when he needs credit the most. (3) Diversion 
of capital from channels, where most needed, 
in an effort to achieve apparent immediate 
economy, by denying fair profits to capital in- 
vested in stock insurance, results from mutual 
insurance, 

In other words, if a fair premium is 
charged by stock companies, it helps to swell 
the assets and reserve funds, which, in turn, 
yield interest which frequently is sufficient to 
materially increase the protection afforded to 
policyholders. 

InpIvipUAL Lrapitity May MEAN PERSONAL 
BANKRUPTCY 

Regarding individual liability of policyhold- 
ers in mutual companies and reciprocals, the 
following advice from Andrew Carnegie to 
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avoid individual liability in all business transac- 
tions, so far as possible, is quoted from “The 
Autobiography of Andrew Carnegie,” recently 
published : 

“Driving with Mr. Phipps from the mills one 
day, we passed The National Trust Company 
office in Penn street, Pittsburgh. I noticed in 
large gold letters across a window, ‘stock- 
holders individually liable.’ That very morn- 
ing, in looking over the statement of our af- 
fairs, I had noticed twenty shares of ‘National 
Trust Company’ on the list of assets. I said 
to Harry, ‘If this is the concern we own shares 
in, won't you please sell them before you re- 
turn to the office this afternoon?’ 

“He saw no need for haste. 
done in good time. 

“‘No, Harry, oblige me by doing it instantly.’ 

“He did so and had it transferred. For- 
tunate indeed was this, for in a short time the 
bank failed with an enormous deficit. My 
cousin, Mr. Morris, was among the ruined 
shareholders. Many others met the same fate. 
Times were panicky, and had we been indi- 
vidually liable for all the debts of the Na- 
tional Trust Company our credit would inevit- 
ably have been seriously imperilled. It was a 
narrow escape. The lesson was not lost. A 
sound rule in business is that you may give 
money freely when you have a surplus, but 
your name never—neither as an endorser nor 
as a member of a corporation with individual 
liability.” 


It would be 


REcIPROCAL INSURANCE 

Reciprocal insurance has all the weaknesses 
of mutual insurance and generally some more. 
It entails an expense frequently exceeding the 
agency expense of the stock company, without 
providing the equivalent service, and wherever 
it flourishes, being generally unregulated, it 
may be and generally is conducted “cheaply,” 
with more or less disregard of all the require- 
ments of sound finance, to the peril of the 
policyholders. 


Erriciency or Stock Company INSURANCE 

With all the intensive competition that pre- 
vails in the insurance business, all signs indi- 
cate that the stock company with its well estab- 
lished agency system is by far the most eco- 
nomical medium of protection. The social 
service rendered by these companies is com- 
plete and the treatment of policyholders, big 
and small, is uniform. The same rate of 
premium and expense is charged to each and 
every policyholder of the same hazard. Agents 
are paid by the company to serve policyholders 
in all the various ways in which the policy- 
holders need advice and assistance. Reserves 
are set aside out of income for the purpose of 
enabling the company to pay all honest claims 
promptly and equitably, and there is no further 
claim on policyholders in the way of assess- 
ments or other charges, which are assumed by 
stockholders as a matter of risk. 

Whenever favorable loss experience war- 
rants, premiums are reduced to the lowest pos- 
sible point consistent with safety. 

Dividends paid to stockholders as earnings 
from a legitimate and essential business are 
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A. J. Maloney. Pr2sident F. G. Combes, Treasurer 
Wm. H. Hubbard, Secretary Ernest M. Blehl, Actuary 


Philadelphia 
Life Insurance 
Company 


111 North Broad St., Philadelphia, Pa. 
Fifteenth Annual Report to the 
Insurance Department of the 
State of Pennsylvania 


Balance Sheet 


December 31, 1920 


ASSETS 
Investments in Municipal and General 
NE Sanda ia up ie Gib ae. e 5k Se $1,756,150. 18 
United States Government Liberty 
RO Te one eee ee Te ee ee 580,250. 00 


Mortgages on Real Estate, First Liens. 2,645,150. 00 
Deposited in Banks and ‘Trust Com- 
panies at Interest, and Cash on Hand 


RI oo i Gils eae koe ioe 600,224.79 
Leans to Policyholders.............. 1,273,533 .94 
Premium Notes on Policies in Force... 66,914.33 
Premiums Due and Uncollected and De- 

ferred Premiums, Less Loading..... 88,197.75 
eee a a ree 119,370.29 
EEC PLOT CT eT eT OTe 353,170.75 


Seen Cent Weve ne en 


$7, 482,962.03 
LIABILITIES 


Net Present Value of All Policies in 
Force on December 31, 1920, as Com- 
puted by the Insurance Department 
of Pennsylv ania, on the American Ex- 
perience Table of Mortality, with 31% 


per cent. interest.................. $6,381,516 .94 
Claims in Process of Adjustment...... 77.033. 00 
Dividends to the Credit of Policyholders 217,392.58 
Premiums and Interest Paid in Advance 38,969 . 35 
a a re 28,177.32 
Miscellaneous Liabilities............. 9,256.98 
OTT er eee 560,320. 00 
Unassigned Funds (Surplus).......... 170,295.86 





$7,482,962. 03 





. KIMBALL, Pres’t WM. C. DOOLITTLE, Asst. Secty.-Treas. 


CL EVELAND NATIONAL 


FIRE INSURANCE CO. 
CLEVELAND, OHIO 


Because it is a human institution, an Insurance Company cannot be greater nor better 
than the men—officers and agents—engaged in its service. 

That service is a public one, for upon these men the property interests depend for the 
protection the Company furnis shes. 

There must be efficiency of the highest order and efficiency rests upon close and intelli- 
gent co-operation between management and agents 

With all the facilities it can extend to agents, the CLEVELAND NATIONAL guar- 
antees oo character of co-operation to them. 

IF YOU WANT THAT KIND OF COMPANY YOU HAVE A PLACE IN YOUR 
AGENCY FOR THE CLEVELAND NATIONAL. 

ARCHIBALD KEMP, Sec.-Treas. and Manag. Underwriter. 

















Merchants Life Insurance’ Co. 


Des Moines, Iowa 


Agency opportunities in nineteen 
states 


WM, A. WATTS, President 











AGENCY MANAGER WANTED 


A Middle Western life insurance company is de- 
sirous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio, 
Indiana and Illinois. 

An attractive contract will be given the right man. 


Address Middle West, 


Care of THE SPECTATOR, 
Post Office Box 1117 City Hall Station, New York 














EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states of 
Illinois and Missouri with direct Home Office contracts. Liberal 
policies. 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 
Thos, F. Daly, President DENVER, COLORADO 


UBLICATIONS OF C. & E. LAYTON. 


The undersigned are sole agents in the United States for the old estaolished 
publishing house of Charles & Edwin Layton of London, England, whose long list of 
publications on fire, life, marine and other branches of insurance embrace the most 
valuable and standard treatises on these subjects. 

SEND TEN CENT STAMP FOR CATALOGUE. 


THE SPECTATOR COMPANY 
135, WILLIAM STREET, NEW | YORIs 














J. W. IRELAND, President J.L. PIPE, Secretary-Treasurer 
T. A. SECKER, Managing Underwriter 


Mid-West Fire Insurance Co. 


Illinois State Bank Bidg., Quincy, III. 


Fire, Tornado and Automobile 
Insurance 


An Illinois Company for Illinois People 
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reinvested and utilized in the expansion of 
trade and industry of all kinds, thereby link- 
ing stock insurance with productive activity 
as well as with conservation. 

Summarizing briefly, the stock company 
issues a definite contract at a fixed price, is 
closely supervised and is required to provide 
specified reserves for the protection of its 
policyholders. 

The mutual company’s contract is generally 
unsecured against calamities, excess losses and 
all unforeseen contingencies, save by the liability 
of the policyholders to assessment, and in so 
far as that liability is limited, the contract is 
more or less unsecured. 

The reciprocal exchange is too often 
from proper official supervision, may 
maintain sufficient reserves or may be 
ducted by men lacking in experience or 
are imprudent in their methods, and are 
ject to considerable expense outlays, and gen- 
erally without securing the expert service 
which is obtained by the stock companies. 

As for State insurance funds, they are most 
likely to be operated in a slipshod, discrimi- 
natory and cumbersome manner, and are un- 
just to the people at large; for if their in- 
come proves insufficient to meet claims and ex- 
penses, because of incompetent management, 
catastrophe losses or otherwise, the taxpayers 
must be called upon to make good any short- 


free 
not 
con- 
who 
sub- 


age. 

It is clear, therefore, that the most advan- 
tageous insurance, from the policyholder’s 
viewpoint, is that supplied by stock companies. 


Just One More Reason 

Among the bankruptcy records filed ‘recently 
in New York city was the notice of insolvency 
of a concern which set forth that out of total 
liabilities of $8900 some $8210 was for an 
award given by the State industrial commission 
to the widow of one of the former employees. 
In spite of the fact that the law compels an 
employer to take out compensation insurance 
for his employees, and that there are com- 
panies or funds which will insure any kind of 
risk, this particular concern seems to have 
violated the law and taken a chance. 

A case of this kind proves pretty conclusively 
that no employer can afford to carry his own 
risk; the smaller his company the greater his 
need of insurance—for a large rich concern 
can weather a heavy verdict such as this better 
than a smaller and poorer one. 





State Insurance Bill Up in Kansas 

\ State insurance bill has been introduced in 
the Kansas Legislature, prepared and fostered 
hy the labor unions of the State and is an Ohio 
statute made applicable to Kansas conditions 
legal technicalities. Another compensa- 
tion bill is in the course of preparation and is 
likely to appear shortly. It is one drafted by 
the attorneys for the miners’ unions and it is 
said to be a combination of State insurance, 
compulsory private insurance and the admin- 
istration of the law by an administrative com- 
This will ‘make three distinct com- 


and 


mission. 


pensation bills to be offered in the present 
session. 





DISABILITY INSURANCE 


now 


Less Speed, A. E. Forrest Warns 


READS INTERESTING PAPER AT CIN- 
CINNATI 





Cites Figures Showing Decrease in Profits 


Speaking at the mid-winter meeting of the 
Health and Accident Underwriters Conference 
in Cincinnati, which began yesterday, A. E. 
l‘orrest, vice-president of the North American 
Insurance Company, discussed the evolution of 
disability insurance and warned that companies 
were traveling rather fast in an enterprise that 
shows a decreasing net profit on ageing busi- 
A six-year experience from I9I0 to 1916 
shows a net profit of 4.10 of one per cent on 
$228,000,000 of stock 
companies and from 1916 to 1919 a net profit 
of only 7.100 of one per cent on $385,000,000, 
There is no evidence to-day that in- 


ness. 


premiums collected by 


he said. 
surers see in these figures any warning affect- 
ing a wilder speculation in futures, he informed 
Mr. Forrest continued : 


We are living in a new era. The word 
“precedent” has lost its meaning. Nothing 
follows as a corollary. Even insurance mov- 
ing with the current is shifting its moorings in 
keeping with all else in this restless age. Life 
insurance would, as a sacred trust, be expected 
to present a negation of this indictment, but 
we see that great utility rapidly changing its 
long accustomed course into uncharted waters 
and embracing in its unilateral contract the un- 
measured hazards of disability coverage as one 
of its selling attractions. 


his audience. 


Mr. Forrest emphasized the fact that there are 
no statistics worthy of the name as a reliable 
guide for future building and that there are 
more complex problems and seemingly uncer- 
tainties in the business of disability insurance 
than in perhaps any other line of endeavor. 
Accident insurance companies must deal not 
only with the present-day conditions, but with 
those that may exist a generation hence, he 
said, “but so long as we retain the right to 
change or terminate existing contracts, we are 
reasonably safe.” 

The writing of numerous lines unrelated to 
one another were described by Mr. Forrest as 
“department store” tactics. 

Touching on 
premiums, Mr. Forrest declared: 


how to determine proper 


Unanticipated conditions making for uncer- 
tainty as to a proper charge for death insur- 
ance are much in evidence to-day. War, the 
business of killing and taking by force, has 
apparently removed from the minds of a great 
army of Americans the natural abhorrence of 
the idea of taking human life. This is 
markedly in evidence in our trial balances. 
Prohibition has thus far failed as a death claim 
reducer. Doubtless when the natural instinct 
to resent inhibition is overcome or when 
stomachs are accustomed to the absorption of 
raw material, insurance will be benefited, as 
intoxication has always been a cause of loss. 

One hazard alone, the automobile, has upset 
all calculations of the past quarter century as 
to the cost of death benefit. This hazard ap- 
plies more noticeably to our select or preferred 
class of risk and gives rise to a question as to 
whether or not a banker or professional man 
should pay a less amount for his accident in- 
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surance than is charged a railroad engineer or 
other risk generally regarded as hazardous. 

From observation I venture the guess that 
a part of our death loss burden is to-day put 
upon the shoulders of the indemnity allotment 
in our premium calculations. Shall we console 
ourselves with the comforting thought that in 
disability underwriting with a showing of net 
profit practically nil, the accident feature of 
the policy being generally relied upon to cover 
the known deficit caused by too low a premium 
for health coverage, that we are doing our full 
duty and should let well enough alone? Should 
we not rather encourage the gathering of ex- 
perience of all companies to the end that cost 
may be equitably distributed onto each of the 
elements constituting a premium. 

In concluding his address, Mr. Forrest urged 
an improvement in the system of collecting re- 
newals and declared that the payment for col- 
lection and remittance of renewal premiums 
should not entail a cost nearly on a parity with 
acquisition outlay. It remains to be seen, he 
said, whether the life system of paying a large 
initial commission and a small renewal will 
tend to correct the present high cost of main- 
taining business in force? 

More Insurance Legislation at Albany 

The assembly labor committee has reported 
out favorably the bill of Assemblyman Brady, 
amending sections 3, 91 and 93 of the work- 
man’s compensation law by defining the word 
“commission,” and by making those sections 
conform to the provisions of the bill to re- 
organize the State Industrial Commission. The 
Senate labor committee has reported out favor- 
ably Senator Knight’s similar bill. 

A bill introduced by Assemblyman Ullman 
amends sections 12, 18 and 20 of the workmen’s 
compensation law by providing that compen- 
sation shall be allowed from the day of dis- 
ability, instead of from the end of the first 
fourteen days. 

Senator Strauss introduced these two 
bills amending the workmen’s compensation 
law: Amending section 2 by providing for 
compensation for private chauffeurs. 

Amending a renumbering group 45 as 46, 
section 2, by extending the benefits of the law 
so as to include all other employments not 
specifically enumerated in which two or more 
persons are employed, instead of four or more 
workmen regularly employed, as at present. 

A bill has been introduced by Assemblyman 
Dicketsin, adding new section 44-a to the in- 
surance law, requiring insurance companies to 
report to the Superintendent of Insurance the 
names and compensation of officers receiving 
$5000 or more a year, mortgage loans made, 
renewed or paid off, or foreclosed during the 
year, together with the interest rate, commis- 
sion, bonus and legal fees for making or re- 
newing each mortgage loan. 

The house insurance committee has reported 
out favorably the bill of Assemblyman Gardner, 
amending section 34 of the insurance law, rela- 
tive to deductions from premiums upon which 
a tax is payable by a foreign corporation or a 
foreign insurer. 

The assembly has advanced to their reading 
the bill of Assembylman Gardner, permitting 
the Independence Insurance Company to make 
application to the State tax commission for a 
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Out Where the West Begins 








We operate in 25 States, em- 
bracing the richest territory 
in the Nation 


We Are Expanding 
Rapidly 


Business in Force, nearly 


$78,000,000.00 


THE 


Bankers Reserve 
Life Company 


Assets Nearly 


$10,500,000.00 


The Ambitious Man{Who'is in Quest of a Good 
Location Where he can Build up a Profitable 
Permanent business should ask us about the 
openings we now have at our disposal. 





1920 Was the Biggest Year in Our Com- 
pany History 


If interested, please address 


TheBankersReserve Life Company 


R. L. Robison, President 
W. G. Preston, Vice-Pres. J. R. Farney, Vice-Pres. 
R. C. Wagner, Sec-Treas. 


Home Office: Omaha, Nebraska 














an 
HOME LIFE INSURANCE CO. 
NEW YORK 
WM. A. MARSHALL, President 
The 60th Annual Statement shows admitted Assets of 
$37,780,735 and the Insurance in Force $185,755,819,—a gain 
for the year 1919 of over $27,000,000. The insurance effected 
during the year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policyholders during 
the year was over $4,388,000. 
For Agency Apply to 
GEORGE W. MURRAY 
Superintendent of Agents 


256 BROADWAY, NEW YORK 














THE GREAT-WEST LIFE 


Policies have been considered the best obtainable by a sufficient number of persons 
to give the Company—for thirteen successive years—the distinction of writing the 
largest paid-for Canadian Business of,all the Canadian Companies. 

This is one good reason why active Life men—looking for a chance to broaden— 
should enquire into the opportunities offering with ;_ 


THE GREAT-WEST LIFE ASSURANCE COMPANY 


Head Office, Winnipeg. 








Prosperity Awaits You Here! 


THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money in 
circulation. 

THE FARMER, the merchant, the manufacturer need and are 
buying more insurance. 

SOME CHOICE TERRITORY in Texas and Arkansas for 

Field Supervisors who can produce business and instruct Agents. 

Salary and commission. 


¢ 
LOUISIANA STATE LIFE INSURANCE COMPANY 
" H. CLAY BROWN, Supt. of Agencies, SHREVEPORT, LA. 




















THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892. 


Largest Fraternal Benefit Society of Women in the World 


A **Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 230,000 

The Reserve Fund is more than $13,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

Its Reviews are Social and Welfare Centers 


Write for information to: 
Miss Frances D. Partridge, 
Supreme Record Keeper, 
Port Huron, Michigan 


Miss Bina M. West, 
Supreme Commander, 
Port Huron, Michigan. 


THE GUARANTY LIFE INS. CO. 


DAVENPORT, IA. 















New Policy Contracts 
Excellent Territory Open 
Representatives Wanted 


L. J. DOUGHERTY, Sec’y and Mar. 
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Auto and Marine Insurance 














revision and readjustment of taxes placed 
against it under section 187 of the tax law. 
Assemblyman Trahan has introduced a bill 
adding new section 349-a to the insurance law, 
requiring every motor vehicle-owner to file 
with the Secretary of State an indemnity bond 
or insurance policy for not less than $10,000. 


Southern Casualty Co., Alexandria, La. 


The Southern Casualty Company, which was 
organized at Alexandria, La., in 1918, closed 
the year 1920 with $730,619 of assets, a paid 
up capital of $250,000, and a net surplus of 
$56,778, thus showing a surplus as to policy- 
holders of $306,778, according to an audit of 
the company’s books by S. H. & L. J. Wolfe. 
Its net premium income last year was $790,637, 
and its losses paid (including adjustment ex- 
penses) aggregated $450,247. The premiums, 
by classes, were as follows: Liability, $199,- 
969; workmen’s compensation, $422,410; auto- 
mobile property damage, $65,033; workmen’s 
collective, $36,349; automobile fire and theft, 
$66,876. The company is now operating in 
Alabama, Arizona, Arkansas, Louisiana, Mis- 
sissippi, Tennessee and Texas. 

The Southern Casualty Company is fortunate 
in having, as its principal officers, men who 
have had long and successful careers in the 
insurance business. President J. Wallace 
Alexander has been in the insurance business 
for thirty years, having conducted the affairs 
of the Alexander, Bolton & Lewis Insurance 
Agency with notably favorable results, and 
without writing any cut-rate business. This 
agency is understood to be the largest local 
agency south of the Mason-Dixon line. 

Vice-President W. R. Lewis is also vice- 
president of the same agency, and he has had 
fifteen years’ experience, specializing in casu- 
alty lines. 

Vice-President James B. Ross, who has for 
many years represented the Royal of Liverpool, 
is president of the New Orleans Underwriters 
Insurance Agency and his experience in fire 
insurance extends over a quarter of a century. 

Vice-President R. F. Ormond has _ spent 
fifteen years in local and general agency work, 
having been with the Employers Liability of 
London for seven years, and for several years 
in the Chicago office of the United States 
Fidelity and Guaranty Company of Baltimore. 
He is thoroughly familiar with underwriting 
methods, and joined the staff of the Southern 
Casualty Company in June, 1920. 

The secretary of the company is C. B. Harris. 
It is apparent from the foregoing that the 
Southern Casualty Company is well equipped 
with both officers and funds, and its business 
should in future be developed steadily along 
profitable lines. 


—Alameda, Cal., is now operating on the two-platoon 
system in its fire department. 

—The Frank Hughes Company of Montclair, with 
Frank R. Hughes as agent, has been chartered in the 
office of the Secretary of State to act as agents for in- 
surance companies in soliciting and receiving applica- 
tions for casualty, fire, plate glass, boiler, elevator, 
accident, burglary and other kinds of insurance. 
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MARINE BUSINESS STAGNANT 
Little Business Offered—Brokers Resorting 
to ‘Shopping’? Methods 

The marine insurance market could not be 
very much duller than it has been for the past 
week, a prominent underwriter declared a few 
days ago. Almost no worth-while business 
has been offered, and brokers are scrambling 
to get the little bit that is still being placed. 
“Shopping” tactics are being resorted to more 
than ever and, when a quotation is given, the 
broker immediately dashes around the Street 
endeavoring to find some company that will 
offer a lower rate. A good many quotations 
are being asked for, but merely the market is 
being combed by brokers in an effort to pro- 
cure the absolutely lowest rates. 

Marine brokerage houses are going through 
a difficult period, the underwriter said, and 
cited the fact that whereas only a relatively 
short time ago placers were going out with fifty 
risks on their books, now they seldom have 
more than twelve and many of them so poor 
that the business is not wanted. 


Insurance for Automobile 

Accidents 

A bill introduced in the New York Legis- 
lature by Senator Nathan Straus, Jr., and 
Assemblyman Theodore Stitt would provide 
compensation insurance for persons injured 
or killed by automobiles. The bill provides 
that as a condition to the issuance of an auto- 
mobile license the owner must insure the pay- 
ment of compensation to all persons injured 
and dependents of persons killed by its oper- 
ation. Auto owners who don’t insure in the 
State fund, a stock or mutual company or be- 
come a self-insurer is guilty of a misdemeanor 
and makes himself liable for compensation. 

The compensation is two-thirds one’s earn- 
ings, $8 a week minimum and $20 a week 
maximum, for disability, besides medical, sur- 
gical or hospital expenses, etc., and for death 
certain monthly payments to widow during 
widowhood and children until eighteen, or 
other dependents during dependency, not ex- 
ceeding in all two-thirds of the earnings—if no 
earnings or no dependents, a lump sum of 
$1000. 

The injured person or claimant for a death 
may sue for damages, but in such case forfeits 
compensation which the insurance carrier pays 
the owner, instead, thus helping him to de- 
Compensation will 


Compensation 


fend, compromise or pay. 
be awarded by the commission, just as under 
the workmen’s compensation law, upon which 
the bill is drawn, thus avoiding litigation. 
Brokers Not Alarmed at Hannevig Failure 
The failure last week of Hannevig & Co., 
bankers, which involved two marine insurance 
companies, the Atlantic Insurance Company 
and the Liberty Marine Insurance Company, is 
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causing no alarm among brokers, who have 
already replaced a considerable amount of their 
business in other companies, much of it with 
the Norwegian Atlas, the third largest foreign 
marine company writing business in the United 
States. Mr. Steendal, closely associated with 
Mr. Hannevig and an officer in the two com- 
panies in financial difficulties, is president of 
the Norwegian Atlas. 

In some quarters the opinion prevails that 
the failure has been brought about for the pur- 
pose of showing up the Shipping Board. The 
fact that Charles Evans Hughes is the most 
likely selection for Secretary of the State in 
President-elect Harding’s: cabinet, and that he 
is defending Mr. Hannevig, is held by some to 
bear out this theory and that as soon as Mr. 
Hughes takes office the matter will be 
straightened out quickly. 

It is understood that from an underwriting 
standpoint, the Liberty Marine and Atlantic 
have made a good showing and that they were 
embarrassed only to the extent of the money 
deposited with Hannevig & Co. The danger 
of having so large a deposit in the bank has 
been brought to the attention of officials of 
the companies several times, an underwriter 
stated a few days ago. 

Brokers are chiefly interested in the matter 
of the return to their clients of the unearned 
premium, which they realize will take a long 
time to be settled. 


Utah Law to Check Automobile Thefts 
Introduced 

If a bill which has been introduced in the 
Utah Senate by Senator Harrison E. Jenkins 
becomes law it should be almost impossible 
for an automobile thief to dispose of his 
plunder—to an honest man. The bill provides 
that every automobile owner make an affidavit 
showing that he is the owner of the car and 
that if at any time he wishes to dispose of it 
he be required to present this document to the 
prospective customer, which will indicate that 
he is the lawful owner. The bill provides a 
fee of $1 for every affidavit. Utah has about 
40,000 machines, and it is said that the money 
thus obtained will be ample to pay all expenses 
of operation and leave a good margin to spare. 
The measure is heartily endorsed by prominent 
State and municipal officials. 

Senator Jenkins is the manager of The 
Guardian Fire and the Agency Company of 
Salt Lake City. He is chairman of the insur- 
ance committee of the Senate. 


Wins Case Against Girard Fire and Marine 
A verdict for the defendant has been given 
in the Morris County Supreme Court in the 
case of Jacob Lieberman against the Girard 
Fire and Marine Insurance Company, Francis 
H. Tippett, Inc., and Simon C. Hume. 
The suit was to recover $1000 damages for 
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Positions Wanted 








Actuarial 


Actuarial 











POSITION WANTED 


By a young man with six years’ experience in life 
insurance general agency. At present employed, 
but desires change. Thoroughly competent, 
good references. New York City preferred, but 
would go elsewhere. Address B. F. K. care of 
the SPECTATOR, P. O. Box 1117, New York City. 





MARCUS GUNN 
CONSULTING 
ACTUARY 


29 So. La Salle Street 
Telephone Randolph 7684 


CHICAGO 





FREDERIC S. WITHINGTON, P. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 
Telephone Walnut 3761 

















Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 


American le Auto- National Union New Amsterdam 
mobile-Hartford  National-Hartford _ Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 


British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 
Fidelity-Phenix 


Insurance Underwriters BROKERS’ LINES SOLICITED 





J. H. NITCHIE 


ACTUARY 


19 SOUTH LA SALLE STREET 


1523 Association Building 


Telephone, State 4992 CHICAGO 


A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, lac. 


“Life Insurance Service’’® 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 























NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE OF PA. ALLE- 
MANNIA FIRE OF PA. CAPITAL 
FIRE OF N. H. GEORGIA HOME 
OF GA. UNITED AMERICAN OF 
PA. 


P.B. DUTTON, Mar., ROCHESTER 


PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 


W. H. GOULD 
ACTUARY & EXAMINER 
SYSTEM REVISION 


256 BROADWAY NEW YORK 











DONALD F. CAMPBELL 
CONSULTING ACTUARY 


76 WEST MONROE ST. CHICAGO 
Telephone, Randolph 918 





W. R. HALLIDAY 


CONSULTING 
ACTUARY 


INSURANCE EXCHANGE CHICAGO 











SOBRINOS DE EZQUIAGA 
ESTABLISHED]1821 * 
General Insurance Agents 


Box 351 


San Juan Porto Rico 


FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


810 to 813 Hume-Mansor Bldg., 
Kraft Building 


Indianapolis, Ind. 
Des Moines, lowa 


JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 

















J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 
Orders. 

Temporary money advanced on strictly private 


arrangements. 
All communcations held personal and confidential. 


JULIAN C. HARVEY 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


256 BROADWAY NEW YORK 














Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 








Actuarial 


JNO. A. COPELAND 


CONSULTING 
ACTUARY 


124-126 HURT BLDG. ATLANTA, GA. 











T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA, 








FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 
New York 





35 Nassau Street 





T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 





F, M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 











MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 











A. SIGTENHORST 


CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 








ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 
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Miscellaneous Insurance 








Insurance Examiners and Adjusters 








BININGER & SIBLEY 


140 LIBERTY STREET NEW YORK CITY 


Phone Rector 8591-0538-0652 
INSURANCE ADJUSTERS 


APPRAISEMENTS 
INVESTIGATIONS—ADJUSTMENTS 








COLLISION 
FIRE—THEFT 
PROPERTY DAMAGE 








LOSSES ARE ASSETS 


When handled with proper regard for 
their business building possibilities. 
Even an aggrieved claimant may hecome 
a friendly policyholder if impressed with 
the fairness of an adjustment. 


R. L. NASE, 
Adjuster for Casualty Companies 
1110 Mutual Bidg., RICHMOND, VA. 


Liability, Compensation, Accident 
and Health Claims 
TERRITORY: 


Virginia and North Carolina 











fire damage to a building on a property pur- 
chased by Lieberman. It was testified that 
Hume, an insurance broker, took the policy 
and said that he would try to get it endorsed 
over to the new owner to save a portion of the 
premium. The insurance company refused to 
make the endorsement, and before the word 
was taken to the new owner, the building 
caught fire and was damaged to the amount of 
$1000. 


Merchants and Manufacturers Inter-Insur- 
ance Alliance to Retire 
The Merchants and Manufacturers Inter- 
Insurance Alliance of Galveston, Tex., will not 
renew its license and will be liquidated. 


National Automobile Conference to Meet 

A special meeting of the National Automo- 
hile Underwriters Conference will be held at 
New York on March 17. 


Hernando of Memphis Reinsured 
The risks of the Hernando of Memphis, 
Tenn., have been reinsured in the Standard of 
Hartford, and the former will retire. 


Few Elevator Accidents 
Considering the number of elevators in New 
York city, 13,500 in all, the percentage of acci- 
On each of the 
three hundred and thirteen working days of 


dents is very small indeed. 


1919, six million passengers were carried 


through the 10,000 miles of elevator shafts, mak 
ing a total of 1,878,000,c00 passengers for the 
year, but only one passenger out of every 87,- 


500,000 was killed in the elevator trips. This 


is owing to the excellent inspection by the office 
of the superintendent of buildings and also by 
the insurance companies, according to the 
Scientific American. 
‘Etna Seeks Extension of Charter 

The A£tna Insurance Company now has be- 
fore the Connecticut Legislature a bill extend- 
ing its charter, giving it the right to handle 
various forms of explosion and riot insurance, 
as well as crop protection, and a number of 
other lines. 
ment to the A=tna’s charter is approved it will 
give that company a charter very similar in its 
provisions to that of the Home of New York. 

However, the A*tna amendments are not 
nearly as extensive as those being asked for 
by the Hartford, Phcenix, National, Standard, 
Connecticut Fire and several other Hartford 
companies, which ask the privilege to engage 
in a variety of marine, aviation and legal lia- 
bility forms of insurance. It is believed that 
the various amendments requested will pass 


Generally speaking, if the amend- 


the Legislature without serious opposition. 


© 

lowa Insurance Bill Defeated 
Commissioner Savage’s bill providing that 
he have the power to seize dangerously weak 
insurance companies in advance of receivership 
and that he act as receiver of companies ad- 
judged bankrupt, came to an untimely end in 
Representatives. The 
with amendments 


House of 
measure loaded 
and then killed. 

The bill was drawn by the Attorney General 
and fathered by the Commissioner who ap- 
peared before the insurance committee in its 
behalf. The committee gave it unanimous ap- 
proval and reported it for passage. When it 
came up on the floor of the house, an amend- 
Then 


an amendment exempting mutuals and 


the lIowa 


was down 


ment exempting fraternals was offered. 
came 
finally a motion to table an amendment was 
carried and the bill died with the vote standing 
thirty-four to sixty-six. A motion to recon- 
sider was killed so that there is little likelihood 
of the bill being brought up again this session. 

“T am disappointed, of course,” said Com- 
missioner Savage. “I was very hopeful that 
[ would be given some authority to take a hand 
in the settlement of the affairs of the American 
Jonding and Casualty now in the hands of a 


receiver at Sioux City.” 


Stock Valuation 

The following shows the increase in valua- 
tion of stocks and bonds owned by the Evans 
companies if they had used the valuations 
adopted by the committee on valuation of 
securities of the National Convention of In- 
surance Commissioners as of December 31, 
1920, as compared with actual market value 
used in their statement as of December 31, 
\merican Eagle, $497,360; Continental, 
Fidelity-Phenix, $2,884,465. 


1020: 
$4,178,418 : 


I Iowa Tlouse of Representatives has passed 
the Denhow bill, which provides that 50 per cent of 
100 per cent bonds be given on public works, and that 
these may be private bonds under certain restrictions 





PERSONAL ITEMS 








George A. Reynolds, Cleveland, has been ap- 
pointed assistant state fire marshal by Ohio 
State Fire Marshal Dykeman. 

W. W. Ellis will leave The Eastern Under- 
writer March 1 to go with the Commercial 
Union group in charge of the companies’ pub- 
licity work. 

William T. Hickey, special agent of the Hart- 
ford, Connecticut and Rhode Island, has been 
elected an active member of the New England 
Insurance Exchange. 


Mrs. Alfa F. Gambetta, Cleveland, is the 
first woman deputy state fire marshal to be 
appointed in Ohio. She will be detailed to hotel 
and restaurant inspection. 


Col. A. H. Wray, formerly U. S. manager of 
the Commercial Union, is visiting San Fran- 
cisco and is being royally entertained by his 
old friends on the “Street.” : 


M. S. Reeves, special agent for the Pennsyl- 
vania Fire, Rockville Centre, L. I., spoke last 
week at a meeting of the Nassau Scout Masters 
\ssociation and the Nassau County Council, 
his subject being “Fire Prevention.” 

H. G. Wallace, who for some time past has 
been connected with the Edw. Brown and Sons 
Agency at San Francisco as examiner, has been 
advanced to the position of special agent in the 
mountain field. He will make his headquarters 
at Denver. 

Harry H. Kendell of Hartford, Conn., has 
been made superintendent of Agencies in the 
Connecticut Fire. Francis E. Harper of the 
Phoenix has been promoted to the position of 
superintendent of agencies in the Western de- 
partment of that company. 

C. O. Wilkins, agency director of the Jack- 
son, Miss., branch office of the New York Life, 
entertained the local agents at dinner last 
Saturday night. In fixing a monthly quota of 
production for the Jackson agents during 1921, 
Mr. Wilkins promised an entertainment each 
month the quota was written. 


lowa Pond Water Fine 

the Iowa Pond declare they 
never had a more enjoyable party than the 
Valentine dance at Hoyt Sherman 
Place. laid for one hundred. 
Community singing was a feature between the 
Then the fun started with a follow 
the leader dance led by Mrs. Clark Daniels 
and George Lilley. Valentine favors featured 
the dancing and card tables were provided for 
those not trip the light fantastic. 
O. W. Follett, Most Loyal Gander, was in 
charge of the arrangements. 


Members of 


dinner 
Covers were 


course. 


who did 


W. A. L. Baseley of Boston, Mass., is authority 
for the statement that 15,000 acres of forest land was 
burned in 1920. 


was only 1500 acres. 


The year’s work of planting trees 


The operating of a general insurance agency is 
principal objects of Fagan and Whitley. 
has been chartered in the office of the 


among the 
Inc., which 
Secretary of State to do business at Wildwood Crest, 
The concern has 
a capitalization of $50,000, which is divided into 500 
shares at $100 per share, while the incorporators and 


with Harry E. Burkhardt as agent. 


the number of shares held by each are Edwin B. 
Fagan of Wildwood Crest, 49; Ralph Whitley of 
Wildwood Crest, 49, and Harry E. Burkhardt of 


Wildwood, 2 
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Stability with Fraternity 


THE FRATERNAL AID UNION 


A Fraternal Beneficlary Association that Issues 
MODERN LIFE INSURANCE CONTRACTS 
ON THE LEGAL RESERVE BASIS 
Assets of Two Million Dollars Operating in Thirty-eight States 
SOMETHING DIFFERENT 


If interested, address 
V A. YOUNG, Supreme President, LAWRENCE, KANSAS 

















Industrial Life and Health 


Insurance Company 
Home Office: 91-98 Walton Street, Atlanta, Ga. 


Insures men, women and children against loss by 
sickness, accident, death, all under one policy 
Premiums 5 cents to 50 cents per week. 


JOHN H. McEACHERN, President 
R. H. DOBBS, 1st Vice-President 
S. C. McEACHERN, 2nd Vice-President 
I. M. SHEFFIELD, Secretary 





GEORGE WASHINGTON LIFEINSURANCE CO. 


Charleston, West Virginia 
We have a few attractive Agency openings in the 


State of North Carolina. If you are in earnest, ad- 
dress. 


BUFORD R. STONE, STATE MANAGER 
REIDSVILLE, N. C. 











Dayton Mutual Fire Insurance Co. 


Dayton, Ohio 
B. C. COLEMAN, Secretary 
Assets $102,806.64 


Conservative and Careful Management 


AGENTS WANTED 


Address Home Office. 























GROW TH 


Premium Income) | Premium Income 


Ist Half 1919 Ist Half 1920 


$500,000 | $800,000 
INCREASE 60% 


Provident Agents Share This Prosperity 


THE PROVIDENT 
LIFE AND ACCIDENT INSURANCE CO. 
of CHATTANOOGA TENNESSEE 


e e 
Home Friendly Society 
of Baltimore, Maryland 
has grown so in popularity until it is now generally conceded to be 
“one of the leading Industrial life insurance companies in America”’ 
sssuing LIFE, HEALTH and ACCIDENT Policies. 
Write for 


Rates and Terms to Agents 


CALEDONIAN INSURANCE COMPANY 
OF SCOTLAND 
Founded 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
U. S. Head Office: CALEDONIAN BUILDING, 58-52 Pine Street, N. 


CHAS. H. PQST, U. S. Manager 
R. C. CHPISTOSHER, Assistant U. S$. Manager 








<. City 





THE SIGN OF GOOD CASUALTY INSURANCE 


BURGLARY 
CREDIT 

BOILER 

LANDLORDS 
ELEVATOR 
GENERAL LIABILITY 


LIABILITY 
ACCIDENT 
HEALTH 
AUTOMOBILE 
TEAMS 
COMPENSATION 


Established © 1869 
OF LONDON 


LONDON GUARANTEE 2 ACCIDENT CO., Ltd. °enavano 


Head Office: CHICAGO, ILL. F. W. LAWSON, po Manager 





F. J. WALTERS, Resident Manager, 55 joe Street, New York. iG 
STOKES, PACKARD HAUGHTON & SMITH 
434 Walnut Street, Philadelphia, Pa. 


Resident 
145 Milk Street, Boston, Mass. 








ELMER A. LORD & COR Resident Managers 
ASSURANCE COMPANY, 


PHCE NIX LIMITED, OF LONDON 


(ESTABLISHED 178 


FIRE 
AUTOMOBILE—USE AND OCCUPANCY—TORNADO—SPRINKLER 
LEAKAGE—EXPLOSION AND RIOT, AND — iene 
HEAD OFFICE FOR THE UNITED STA 
{00 WILLIAM STREET, NEW YORK CITY 
PERCIVAL BERESFORD, Manager 














AGENTS WANTED 


To sell an unrestricted Accident and Health policy « costing 
$9.00 quarterly. Covers every disease and every accident. 
Liberal commission paid to live producers. 


CENTRAL BUSINESS MEN’S ASSOCIATION 


H. G. ROYER, Pres. Westminster Bldg: 
Cc. O. PAULEY, Sec’y. & Treas. CHICAGO, ILL. 








sree United States Fidelity & 
ia Guaranty Company 


Calvert, Redwood, Grant and Mercer Streets, 
BALTIMORE, MD. 
JOHN R. BLAND, President 
yo gg 30, 1920 


CAPITAL PAID IN CASH ..$4,500,000.00 
SURPLUS. _ 


RESERVES... 
TOTAL CAPITAL, SURPLUS AND RESERVE...... 


|. $4,332,069.78 
..21,705,056.69 26,037,126.47 


$30,537, 126.47 











INCOME INSURANCE 
SPECIALISTS 


Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d Vice=Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
209 S. LaSalle St., Chicago, III. 




















